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YOU SELL BALL-BAND GAITERS 
WITH BOTH PRIDE AND PROFIT 


Here Style, Fit and Quality combine 
to build sales and permanent profits 
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It Pays to Sell the Best Early season selling has proved that Ball-Band satisfies the increasing 
pave to wal the best foouwear and that the best i demand for quality—correct style, better fit, superior materials and 
ae etare esc Voom 
1936-37 Ball-Band line. There's a lot of satisfaction in selling gaiters that look and wear so 

well—satisfaction in the customer good-will they bring— satisfaction in 
the added profits that just naturally follow. In scores of publications, 
millions of women are being told about this better Ball-Band footwear 
and the famous Red Ball trade-mark. Sell Ball-Band and cash in on 
the many opportunities Ball-Band offers you to increase immediate 
profits and build future good-will. 


MISHAWAKA RUBBER & WOOLEN MANUFACTURING CO. 
280 Water Street, Mishawaka, Indiana 


BALL BAND 
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VOICE of the TRADE 


SKI SHOES represent the utmost 
in promotion. Nothing has cap- 
tured the imagination of the Amer- 
ican public as has skiing. The snow 
trains leaving northern centers for 
ski trails now carry baggage cars 
that are virtually stores, containing 
skis, shoes, apparel and all of the 
necessary accoutrement. 


The Boston Traveler, last week, 
carried an eight-page feature sec- 
tion, editorial and advertising, de- 
voted to skiing. Hundreds of de- 
partment stores have put in ski 
runs within the store for the ama- 
teur to practice under the tutelage 
of world-famous skiists. 

The craze bids fair to be the 
biggest sports development of the 
age, for it has given to Winter and 
to youth a rare opportunity for 
thrills. Every commercial interest 
in the north country is cooperating, 
railroads, hotels, stores, etc. Ap- 
parel and department stores have 
invested millions of dollars in col- 
orful clothing for ski wear. One 
Boston store imported a dozen cos- 
tumes from Switzerland, to retail at 
over $100 per suit, and considered 
it an investment in samples and in 


window display promotion. To the 
store’s amazement, the twelve suits 
were purchased in October—weeks 
before snowtime. 

Considering the fact that it takes 
special clothing, special equipment, 
and special shoes for a person to 
enjoy the pleasures of skiing, the 
investment is quite considerable for 
the short space of time. 

Nothing is more important than 
good shoes and the mere fact that 
there are so many manufacturers 
making the specialized ski shoes, 
indicates the growing importance 
of the Winter sport. The ski shoe 
is strikingly original and is per- 
haps the only shoe that is exclusive 
to the sport it is designed for. It 
is a pure “extra.” Shoe stores in 
the snow zone have found the sale 
of ski shoes both pleasurable and 
profitable and some stores say this 
is only the beginning. In some 


northern centers, reservations made 
for the Winter games are taxing the 
capacity of hotels and transporta- 
tion. 

The ski craze may even have its 
effect upon diminishing southern 


Page II 


travel, strange as that statement 
may appear. The ski illustrates the 
amazing capacity of the American 
public to master a difficult and dan- 
gerous sport and to give to it the 
youthful appeal that no other Win- 
ter sports activity has. 

We sense a year-round sport shoe 
interest by shoe men and a natural 
increase in the types of shoes pur- 
chased by the American public. 





JOHN SHOWALTER of Kansas 
City, in speaking on “Enthusiasm,” 
said: 

“The first question generally 
asked about enthusiasm is—‘How 
do you get it?’ Know that, and you 
are rich. You were not born with 
it. There is a difference between 
pep, physical ability and enthus- 
iasm. Enthusiasm gives you pep. 
It exhilarates your physical ability 
and gives you vim, vigor and vital- 
ity. You cannot get it from a 
bottle. It will make you rich when 
you get it. It will keep you happy. 
What is the secret? You get it 
from your customers! 

“Just continue to send your cus- 











tomers out of your store so well 
pleased that they will come back 
so enthusiastic that your enthusiasm 
will be recharged. If you and your 
salesmen fail to respond positively 
to this recharging process, your 
sales are dead. 

“] said it would keep you happy. 
I believe that I can sense that our 
customers, when they enter our 
shoe store can sense the happy at- 
mosphere. It is also an asset to 
have a saving bit of humor in your 
soul. If your customers will laugh 
with you, they will trade with you. 
In order to have happiness and 
contentment in our store, We must 
pay our men what they are worth.” 
* * * 


OWEN BUCHANAN, JR., secretary 
of the Tacoma Shoe Retailers Asso- 
ciation, says: 

“We shoe merchants, who are in- 
terested in the organization of shoe 
people, find that the personnel of 
some stores are reluctant to take 
part in local shoe meetings. Dif- 
ferent reasons have been given for 
this feeling, one of which is that 
some managers and employees are 
ordered outright to refrain from 
attending such gatherings. In other 
cases, arrangements are made for 
work to be done in the store on the 
evenings that meetings are held. 


‘ee JUST A yappY 
we RE FAMILY 





“Such action can result only 
from misunderstanding on the part 
of the heads of organizations. Ap- 
parently such people do not know 
the true spirit and reason behind 
shoe associations. They are not 
aware of the fact that no contro- 
versial subjects arise at these meet- 
ings and that no one attending need 
commit himself to any agreement 
which would reflect in any way 
upon the policy of an individual 
siore. 

“The main purpose behind local 
retail shoe associations is good fel- 
lowship and understanding on a 
common basis of friendship— 
where all rivalry and competition 
can be forgotten. 
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—A great industrialist dies. 

—He has built up a three billion 
dollar empire and yet, in the prime 
of life, he drops out of the picture. 

—Most of us poor boobs envied him 
his fortune. 

—But was he happy? 

—He led a lonely life, few friends, 
no intimates, his sole passion being 
to acquire wealth—and keep it. 

—Was that living? 

—I| doubt it very much. . 

—Any man is to be pitied who 
doesn't know the enjoyment of 
friends, the advantages of all sorts 
of social contacts, the feeling that 
he is an active part in this great 
drama called Life, the thrill of 
"sharing his shilling" with those 
less fortunate than he. 

—This isn't intended as a sermon— 
but simply to emphasize the fact 
that some of the "richest" people 
| know haven't got income enough 
to warrant income taxes. 


Seace 6 Toe 


President 





“If such an idea could be suc- 
cessfully portrayed to all people 
interested in shoes, a great deal of 
misunderstanding would be dis- 
pelled. There would be stronger 
shoe organizations, which would be 
able to accomplish projects for the 
mutual good of every one in the 


entire industry.” 
* * * 


S6@NE of the most encouraging 
trends I have noticed, which re- 
flects a decidedly changed attitude 
toward the shoe business, is the way 
the retail shoe trade is really going 
out after business. Instead of sit- 
ting back during the pre-Christmas 
season, biting their finger nails and 
wondering why their ‘close-outs’ do 
not click, they are buying new shoes 
to come into the store right after 
the holidays. 











“As a rule, the trade has bought 
only the whites and early Spring 
shoes along in November and 
December for March and April 
deliveries. This year they are an- 
ticipating their whites, all right, 
and in addition they are purchasing 
a good assortment of shoes for 
January and February selling. 

“Highlights in this early order- 
ing are the blue and black gabar- 
dines, some all-over patents and 
quite a few blue dull mat kid 
trimmed with blue patent leather 
and black dull mat kid trimmed 
in black patent leather. Then we 
are selling a lot of lightweight 
suede kid. The trade this year 
seems partial to the lightweight 
soft sueded leathers, even in white.” 

This is the encouraging report of 
George Rule who sells the Carmo 
line on the West Coast. 


* * * 


ABE BENDER, who buys the men’s 
shoes for The May Company, Los 
Angeles store, says: 

“Not being price-minded is a de- 
cided factor in successfully meet- 
ing the present conditions—with 
the possibility of advancing prices. 
Today, good merchandising prac- 
tices call for the promotion of the 
better merchandise. There is no 
resistance to price but there is a 
real resistance to just ordinary mer- 
chandise. 


oe 


) i 

“Men want a certain amount of 
newness and smartness, without ex- 
aggeration or extremes. With us, as 
with every store catering to the 
substantial men’s trade, the repeat 
business coming from business and 
professional men is the foundation 
of the business. They want good 
shoes in all respects, and only buy 
a given number of pairs a year. 

“Increased business comes from 
the normal growth of the depart- 
ment, but decided increases will 
come from building extra outstand- 
ing sport shoes for our trade, which 
will have distinctive features and 
be different from ordinary sports 



























types. For example: leather beach 
sandals for wear with slacks and 
general home wear are a good, 
extra-sales possibility. Ventilated 
shoes will be very strong for the 
coming Spring season—even in the 
reversed calf leathers. Bluchers are 
coming back strong and we will see 
many more two-tone shoes in the 
ventilated and regular sport shoes 
for Spring, too. 

“T have never looked forward to 
a more interesting season than the 
coming one which will open soon 
after the first of the year.” 


* * 


an 









KANGAROO! Nine out of ten 
of Australia’s kangaroo skins are 
brought to the United States and 
made into fine leather. Australia 
has the only supply of kangaroo 
skins in the world. 


* * * 


BR. B. COX, president of the Web- 
ster and Atlas National Bank of 
Boston, sets forth the advantages 
of borrowing to finance sales, say- 
ing to manufacturers and jobbers: 

“The day of large unit profits 
from business operations is prob- 
ably past. Success today depends 
upon the adoption of every proper 
method for efficiency and expense- 
saving. It’s the few dollars saved 
here and there that build up the 
surplus account. 

“Few business men realize that 
if they purchased $25,000 worth 
of goods per month, subject to a 
two per cent discount, they are 
losing over $4,000 a year if they 
could have borrowed that money 
at six per cent. 

“Financing sales often enables a 
company to double its volume of 
business, with resulting profits.” 


* #* 


LONG-TERM forecast by Stand- 
ard Statistics Company: 

“Over the longer term future, 
relative stability of demand is like- 
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ly to continue a characteristic of 
the industry. Further expansion of 
consumer purchasing power will 
not be directly reflected in sub- 
stantially higher unit sales; rather, 
a rising level of national income 
will again divert demand toward 
the higher priced lines of footwear. 
The course of shoe production thus 
will probably follow a gradual up- 
ward trend more in line with the 
normal rate of population growth.” 


* * * 


MIELVILLE KAUFMANN of 
Sommer & Kaufmann, San Francisco, 
says: 

“JT would much rather have a cus- 
tomer walk out of our store with- 
out any service than with poor ser- 
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It’s much better for a cus- 
tomer to say: ‘Sorry, I can’t wait,’ 
rather than ‘I will never go back 
there again because they didn’t half 


wait on me.’ 


vice. 


“We require so much of a shoe 
salesman now! In addition to being 
a shoe fitter, he must be a color 
expert, a man well-versed in cur- 
rent fashions; and a person who 
can aid a customer in planning a 
selection of wearable shoes. It’s 
rather hard to find all these quali- 
fications in a Saturday extra, so we 
don’t place a great deal of depen- 
dence on these assistants. There is 
a dearth of young salesmen. We 
have no trouble with the efficient 
young man, but do find plenty of 
trouble with the marginal workers.” 














"| understand the boss started on a shoe string.” 
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THE object of this manual is to present a simple and 
uniform method for shoe retailers to adopt in making 
out their annual statements. This uniformity is neces- 
sary in order that each dealer may be able to compare 
his figures with those recorded by other shoe mer- 
chants. 

A typical annual statement is shown herewith. Each 
item is numbered, making it easy to follow the dis- 
cussion in the text. All shoe retailers are urged to 
accept the interpretations presented in this manual, 
especially the recommendations about the handling 
of freight and express, discounts, fixture depreciation, 
bad debts, proprietor’s salary, rent and the separating 
of figures for the repair shop from those of the shoe 
store proper. 

The shoe retailer who follows this manual will have 
the assurance that his statement is correctly made out. 
The average shoe dealer is a better merchant than he is 
a bookkeeper. In most cases it will be found profitable 
for him to employ a bookkeeper, if only for part time, 
to take care of the books, so that he himself will be free 
to direct his energies toward selling. 


]—Operating Statement 


Net sales, Line 1, means gross sales for the year 
minus all returns and allowances. It applies only to 
the sale of merchandise. The receipts from repairs and 
other income are explained under Lines 14 and 15. The 
figure on Line 1 is used as 100 per cent in all per- 
centage calculations. 

On Line 2 is the merchandise inventory at the begin- 
ning of the year, the actual worth of the stock taken 
“at cost or market value, whichever is lower.” For 
annual statement purposes the physical inventory 
should be reduced to a “net” by deducting from its total 


an amount equal to the discount ordinarily taken. 
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The Shoe Retailer’s Accounting 








In this example, discounts amounting to $850 were 
taken during the year on invoices amounting to $36,505. 
The average discount is 2.33 per cent. Therefore, the 
inventory, Line 2, must have totalled $18,772 when 
taken. Reducing this figure by 2.33 per cent gives a 
net inventory of $18,335, as shown on Line 2. 

The accuracy of the entire statement hinges upon a 
correct inventory. It should, therefore, be taken slowly 
and carefully, not in the rush usually noted at inven- 
tory time. One dollar change in the inventory means 
one dollar change in the net profit figure. 

On Line 3 care must be taken to list only merchan- 
dise bought for resale. Any pads or insoles that are 
“give away” items should not enter the figures on 
Lines 2 or 3. They are expense items. 

These purchases on Line 3 represent the “cost” of 
the goods received during the year. However, shoe 
merchants hav not all agreed on what constitutes the 
“cost” of merchandise. Some include incoming freight 
and express as part of the cost of the goods, while 
others treat freight and express as an item of expense. 

It is now time for all shoe retailers to adopt the 
generally understood definition of “cost” as meaning 
net, delivered cost. In other words, the invoice price 
plus inward transportation minus discounts actually 
taken. Therefore, the only correct process of finding 
the figure to go on Line 3 is explained in detail by 
Lines 4, 5, 6 and 7 of the chart. 

The face value of the merchandise invoices, Line 4, 
and the incoming freight, express and parcel post, 
Line 5, are added together on Line 6. From this sum 
are deducted the discounts actually taken, Line 7, and 
the resulting amount is the figure which goes on 
Line 3. 

Line 8 shows the total amount of merchandise han- 
died during the year, being the sum of the opening in- 
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Last week Mr. French told readers of Boot and Shoe Recorder how to make 
their inventories of real value as indicators of the condition of their busi- 
nesses. This article gives a simple method of making out an annual state- 
ment which will afford a clear basis of comparison with other years. 


“Know your business” is the first step on the road to profitable retailing. 


ventory and the receipts. On Line 9 is put the inven- 
tory taken at the end of the year, taken in the same 
way as the opening inventory on Line 2. 


Manual.... 


by MURRAY C. FRENCH 


Line 10 is the difference between Line 8 and Line 9. 
It is commonly called the “cost of goods sold,” for it 
really tells how much “cost value” has gone out of the 
stock during the year. 


Since this figure, “cost of godds sold,” depends 
upon the physical inventory figure, it is evident that 
it includes all stock shortages and all depreciation in 
the stock on hand as well as the actual factory cost of 
the shoes sold. This is in line with standard account- 
ing practices. 

The real purpose of all this figuring is to determine 
the important figure, gross margin, on Line 11. This 
is found by subtracting the cost of goods sold, Line 10, 
from the sales, Line 1. 

The operating profit, Line 13, is found by subtract- 
ing the total expenses, Line 12, from the gross margin, 

[TURN TO PAGE 30, PLEASE] 





OPERATING STATEMENT 


Net DL Sat hans wok 660 GE Ode 06 bbeeesete $58,580 100.0% 
Inventory beginning of year....$18, 335 
Merchandise Purchases.......++. 36,980 


$36, 505 
1,32 
7,850 
8 ’ 
4567586 
Total (Add 2 and 3)....$55,315. 


Minus Inventory end of year.........+ 19,060 
Equals Cost of Meads | Brose 6,2 


Gross pe CZ minus lO) a. ccc ccccccccce seedy dey 
Minus Expenses (from Line 41)...... 
Equals Operating Profit............. 


Plus 


Plus 


- 
Plus 


Merch. Invoices. 
Frt. & EXPecseee 

»; | re 
Minus Discounts Taken. 
Equals Merch. Purchases 





Repairing (profit or logs)........eeseeeee 


165 
Pius Other IC iia 5 068 6 0 0.0 8b Cb0.6 Biteleeeoeceee 2 
Equals Total Net Gain. LORI te 














BOOT AND SHOE RECORDER, December 12, 1936 


UNCLE SAM, The 














This sturdy shoe, known as the Army Service Shoe, 
marks the United States Army as the best shod in the 
world. It has an all leather heel and heavy sole; and 
is worn only when on active service or practice marches. 


WHEN a fully accoutered private in the United States 
Army leaped to the parapet during the World War, 
by no means a minor fraction of the weight he carried 
with him was contributed by the shoes he wore; for, 
by and large, the footwear designed for use during 
active duty in this department of our national defense, 
is about as heavy as that worn by members of any of 
the armies now glowering at one another across the 
length and breadth of Europe and Asia. The United 
States Army shoe, however, has the distinction of being 
better made of better materials and of fitting better 
than any other army shoe in the world. 

Specifications are more rigid. Careful testing of 
materials is commonplace. Inspection is thorough. 

Of the four types of shoes bought by the Quarter- 
master Corps for the use of army men, by far the most 
important, at least in point of quantity, is the so-called 
“service shoe.” Even with the standing army of the 
country at its present low, peace-time level, about 
300,000 pairs of these are consumed every year. This, 
of course, does not take into consideration orders placed 
for the manufacture of this same shoe, to be given out 
to members of the Civilian Conservation Corps. This 
army of men had bought for them, in the year 1935 
alone, approximately 3,000,000 pairs. In 1933, 1,000,- 
000 pairs were bought and double that number in 
1934. In 1936, however, the purchases of shoes for the 


C.C.C. totalled only about 100,000 pairs—supply 
having caught up with demand. 

This shoe is made over the regular Munson last, 
adopted years ago by the army and familiar to every- 
one in the industry. Its upper is of H-weight (heavy) 
chrome retanned side leather—unlined. It has a nine- 
iron outersole, a seven-iron slipsole, a nine-sixteenths- 
inch welt and a six to seven-iron innersole. It is just 
as heavy as it sounds, weighing slightly more than three 
pounds per pair, and just as durable, because every 
part measures up to specification, even the tensile 
strength of the thread and the number of stitches to 
the inch being included in the list of requirements 
which every manufacturer must meet if he is to do 
business with the government. 

The specifications sound as though the shoes ought 
to be rather an expensive proposition but a compilation 
of the prices paid by the Quartermaster Corps over a 
period of the last five or six years, at least, shows that 
they are not. The highest price paid in that period 
was $3.28 per pair. This was in September, 1933. The 
lowest price paid—and this, incidentally, is the lowest 
price of which the army has any record for all time— 
was $1.68, paid only six months before that time, in 
February, 1933. 

Because many trade economists have tried, by using 
army shoe prices, to establish a curve indicative of 
the trend of shoe prices in general; and have even 
attempted to see a connection between hide prices and 
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PERFECT 
CUSTOMER 


the prices paid for army shoes, we have gathered here, 
the exact prices of practically all purchases since the 
Fall of 1930—partly as a matter of interest and partly 
to show the utter absurdity of using army shoe prices 
as the basis of a forecast. 


September, 1930 
March, 1931 
July, 1931 
December, 1931 
February, 1933 
(The all-time low) 
MR SPE ee 2.27 to 2.63 
August, 1933 
September, 1933 
(A six-year high) 
January, 1934 
March, 1934 
September, 1934 
January, 1935 .............. 2.48 to 2.73 
December, 1935 
BN BN es. kw bl OES 2.40 to 2.53 


Everyone who has followed the course of shoe, 
leather and hide prices during the period covered by 
the above figures knows that a curve of either of the 
former commodities, placed beside a curve showing 




















Here is the so-called Garrison shoe of the army—made 

over the same last as the Service shoe, but with lighter 

sole and half rubber heel—worn when the Service 
shoe is not required. 


the prices at which army shoe contracts have been let, 
would show no such connection as has been claimed 
for it. 

The reason army shoe prices apparently jump all 
over the lot in utter disregard of price trends in the 
shoe and leather industry is that the army buys shoes 
when it needs them and that the army officers and 
civilians connected with the Quartermaster Corps are 
interested primarily in only two things. The first is 
to see that specifications are lived up to rigidly; in 
other words, that quality is maintained. The second 
is to see that these shoes are delivered to the army at 
the lowest net cost. Hence the procedure of throwing 
open to competitive bidding every army shoe contract. 
This system of competitive bidding not infrequently 
results in the government getting a bargain, either be- 
cause one of the manufacturers who has entered a bid 
is slack at the time and is willing to take the job at 
a low figure in order to keep his factory force intact; 

[TURN TO PAGE 36, PLEASE] 


When the Army buys shoes, it is interested pri- 
marily in two things, first, that specifications are 


adhered to absolutely, and second, that shoes are 


delivered at the lowest net cost for the quality spee- 


ified. The reasons why Army shoe prices do not 


This leather boot is worn by mounted 
enlisted men of the United States Army 
—replacing the puttees worn during the 


World War. 


constitute a reliable index of shoe price trends. 
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VALIANT Was the Name 


SHE SHOPS FOR 


SHOES STEADFASTLY 


SURE SHE SHALL SUCCEED 


@NCE upon a time, not so long ago, a little old lady 
walked into a shoe store with a hundred dollar bill 
in her purse. 

“If you have a patient clerk—” she started to say. 

But the man on the door who was swamped with 
the noon traffic did not. wait to hear the rest. Instead 
he gave the little old lady a cut-glass smile and ushered 
her to a seat toward the rear. 

“Something in shoes,” he said to the salesman who 
was up. 

The salesman looked despairingly at the little old 
lady’s dilapidated shoes and dragged up a fitting stool, 
mumbling half aloud to himself. “You're in the wrong 
store. You don’t look as if you could make a down 
payment on a pair of our bedroom slippers.” 

But the little old lady cupped her hand back of her 
ear and leaned forward in her seat. “I don’t hear so 
well,” she said. 

The salesman yanked the lace from one of her shoes. 
“What kind of a shoe do you want?” he asked, raising 
his voice. 

“Yes, if you please,” 
sweetly. 

At this the salesman got up from the fitting stool 
and threw himself on the sympathy of two other sales- 
men standing near the shelves. 

“Look,” he said. “I’ve had breaks like this all morn- 
ing. I just missed on a nine quad’ and before that I had 
a half-pint three benny who was touring the shoe 
stores. Now I get me a deaf mute from the old ladies’ 
home who thinks she’s in the five and ten cent store.” 

The two other salesmen did not at once break into 
tears at this touching recital, but one of them made a 
dreary suggestion. “Haul out old 991,” he said. “At 
least it’s got a four-spot on it.” 

The salesman thereupon ran the 99] stock for a 
five and a half charlie, a guess at the size. Then he 
returned to the little old lady and as he again sat down 
on the fitting stool he bent the sole of one of the black 
oxfords until the toe was wholly ee up by the 
counter. _ 

“Here you are,” he said. “Ever see finer leather? 
Soft on the corns; easy on the pocketbook.” 

The little old lady jerked her feet under the chair. 
“I don’t like those shoes! That’s all they ever show 
me,” she said. 


“So!” said the salesman, straightening up on his 


replied the little old lady 


stool. “You’re a mumser, too! You’ve been shopping 
the town, haven’t you? Well, what kind of a shoe do 
you want?” 

“It’s positively so, without a single exception,” re- 
affirmed the little old lady. 

The salesman went back to the shelves. “Anybody 
want a turnover?” he inquired. “It’s a wrap-up, but 
I’m due out out for lunch.” 

“Try it in brown,” advised one of the men. 

The salesman then ran the 892 stock and snatched a 
pair of the brown oxfords, the same pattern, out of 
their box. As he approached the little old lady for 
the third time, he nearly succeeded in performing one 
of the most difficult tricks of the profession: the back- 
ward flip. But the shoe nicked his knuckle and fell to 
the floor. 


As she handed the salesman the hundred dollar bill, 
a brilliant flash of light blinded the eyes of the 
people crowding the aisles. 
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for This CUSTOMER 
ANOTHER FABLE IN SHOES 


“How do you like this?” he asked, nothing daunted. 
“It’s marked down to $4.95 for today only.” 

The little old lady pulled back her feet. 

“They’re too old fashioned,” she said. “I want nice 
shoes like the girls wear.” 

Before replying, the salesman made sure the man 
on the,door was far up in front. “How can I sell you 

. he asked, as loudly as he dared, “when 
i pair on your feet?” 
reed the little old lady. 
salesman fell silémt for a moment. Then he 
ickec ‘up the br: rT and went back to the 
shelv Zz td oa f* roby: 

“1 ele élose le,” he confided to the 
A c it easy for the little old 
lady to choose/” Sh dw €itherstake old 991 in 
brown or blackor. she’ Gah haye ahigh-heeled gold 
evening sandal at ¥ 18.50, plus \ta Pte 

He disappeared behind) theys 
returned, the gold eve ing 
played on a sheet of bla¢kstis They 
were an exquisite design, a once’d@azling, yet démure. 

When he sat down beforethe* Tittle old lady f or the 
fourth time he was confident ive lusive.é \ 

“Look,” he smiled derisively” “Woald 7) 
have these sandals than the oxfot@s? w 

“Oh!” exclaimed the little old Ladi, “Wh. 
ful gold slippers! Ever since I wa ha! tle’; 
wanted golden slippers, and now I can Havé 
you,” she whispered in awe, “do you t in! 7 
fit me?” Y \ 

The salesman opened his mouth byt th i 
not come. He could merely take Pai 
old lady’s shoes and slip on a sandal. It we 
size; adequate at the toe, and snug at the hé 

“These are $18.50,” said the salesman, 
lips readable. 

“I will buy them,” announced the—li 


delightedly. 


men. “I’ve on 


"4 and when he 
aut ully dis- 


as if for aid. Then he took a slip of paper from 
pocket and printed the price in large figures holding 
the paper for the little old lady to read. 

“I will buy these slippers,” insisted the little old 
lady. 

The salesman went back to the shelves. “Look,” he 
said to the others, “I’ve got me a nut! She’s Cinder- 


by MARSH LANTERMAN 


ella’s grandmother. She hasn’t a dime in\her pocket 
and she buys $18.50 gold sandals plus tax.” He wiped 
his forehead with his handkerchief. 

“Did you ask her for the dough?” inquired the men. 

The salesman wrote out the sales-slip and went back 
to the little old lady. He showed her the reading on 
the check and held out his hand. 

“But I want more shoes,” said the little old lady. 
“T want some shiny shoes.” 

“Shiny!” said the salesman more vexed than ever. 
He went back to the shelves aimlessly. 

Then a patent oxford caught his eye. The box for 
the five and half charlie was empty, so he reached for 
a six benny and approached the little old lady. But 
hack under the seat went the little old lady’s toes. 

“TI don’t like laces,” she announced. “I’ve been un- 
doing knots all my life.” 

The salesman went back to the shelves and found a 
patent tie pump. It had a twenty-one-eighths heel in 
a high style. 

“Gentlemen,” he said with an effort. “I’m Napoleon. 
I have a request for a pair of Cleopatra’s pumps. A 


ati. spike heel for Grandma.” 


When the Cleo ties caught the little old lady’s 


fascinated gaze her feet darted up on the fitting stool. 


| “Ribbons!” she exclaimed happily. “Ribbons on 
' The salesman slid the pumps on her feet and tied 


m deftly. 
‘I will buy these shoes,” said the little old lady. 


EEN DOLLARS,” but the little old lady was not look- 


A 1B Her eyes were glued on a pair of dark blue suedes 
“sitting on'the ledge. They were an alligator trim, newly 


Hrived for the holiday season. 


“And could I have shoes like those? Those plush 


shoes?” 

The salesman went to the shelves on another trip, 
and then another, and others. But he did not seek 
further word with his comrades. On one of these trips 
he bore a lizard street shoe. On another, he carried a 
burgundy kid piped with robin’s-egg blue. These 

$ [TURN TO PAGE 45, PLEASE] 
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VOLUMES might be written about the Saturday sales- 
people. To some stores they are a necessary evil, while 
in others these clerks form a vital part of the store’s 
business. 

So to start with a common understanding of one 
phase of the extra clerk situation, this discussion will 
be limited to the regular family shoe stores which are 
endeavoring to do a worth while job. This will elim- 
inate, for the time being, the chains selling the lower 
ends. The problem in the big city 200 to 300 fitting 
chair stores, with their “bread line” in the rear of the 
store of some 50 to 100 extra men waiting for the 
chance to check in, is entirely apart from this particular 
study. Then, too, the department stores that hire good 
sized crews for the special days present still another 
angle to the extra help proposition. 

Some shoe stores in New York City figure that the 
majority of their errors in sales are made by the Satur- 
day extras. Other stores in Rhode Island, Massachu- 
setts, Pennsylvania and California believe their extra 
salesmen have decided business building qualifications, 
so that they reflect credit to the organization. 

At the outset, it should be pointed out that one store 
management who speaks in the very highest terms when 
referring to their salespeople have a very broad policy 
in dealing with their men. Another store in an Eastern 
city has such a rigid system of fines, penalties and 
supervision that they are constantly changing help. The 
first store has practically no extra help problem, while 
the other is in a constant turmoil over poor fittings, 
errors in making out sales slips and stock being put 
away wrong. 


GRANTING that extra salesmen are as different as 
finger prints, let’s visit around asking this question to 
four various groups of employers: “Is the Saturday 
clerk in your store a point of responsibility in the fit- 
ting service that needs to checked?” Answers from wide- 
ly separated shoe merchants are more illuminating. 
There is a Massachusetts store which has a few 
branches and operates family shoe stores in the popular 
price range, and who believe the Saturday clerk is un- 
questionably a point of responsibility in the fitting 
service of their organization. “Such persons,” and we 
are now quoting the management rather liberally, “are 
generally doing some other kind of work during the 
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Saturday 


rest of the week, and the selling of shoes is regarded by 
most of them as another means to earn extra pay. Be- 
cause they lack the elementary knowledge of good sales- 
manship, they also miss the point of importance in 
proper fitting and other factors that produce lasting 
satisfaction with the customer. 

“Unfortunately, these men do not possess that par- 
ticular consciousness that a regular, experienced shoe 
clerk has in discharging his duties. The head clerk 
generally keeps an eye on the sale made by the extras 
and whenever possible he will examine the shoe on the 
customer’s foot to check against any possible short fit, 
at least. 

“In season we use as many Saturday clerks as we 
have regulars, and in peaks we need to have an even 
greater number. This is particularly true in industrial 
centers where the business on Saturday is almost fifty 
per cent of the entire week’s sales. 


*°THE Saturday extra should know at least how to 
read sizes and widths, to ascertain the right size and 
width by measurements, to judge the type of shoe best 
adapted, to find such types readily, to make a T.O. 
smoothly and not to wrap any mismates. 

“Before permitting an extra to do any selling, we 
require that such persons spend several forenoons or 
afternoons in the store for the purpose of receiving 
instructions. Such an extra is given the practice of 
shifting stock, wrapping bundles and reconditioning of 
shoes in the wall. The next step is permitting them to 
try on shoes and execute sales. We do not penalize the 
extra clerks for fitting errors, because it is not the clerk 
who is entirely at fault. 

“There is no doubt that the majority of misfits are 
made by the so-called Saturday extras and that would 
be particularly true in stores where the pay is on a. 
commission basis. We find also that the Saturday 
extras are largely responsible for the mismates on the 
wall, for shoes ripped while stretching and replaced in 
stock without mention to the manager, and for putting 
back shoes in the carton without properly covering 
with tissue paper provided. In many of our stores we 
use a special person to wrap bundles, primarily to 
check against mismates. 

“All-in-all we find the extra help a problem. We 
need them, yet it is difficult to get those who may be 
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considered dependable. It is a case where we 
need to make the best of the situation.” 

Now a Pennsylvania store who carries top 
grade shoes as well as a goodly assortment in the more 
moderate prices is of the opinion that the Saturday 
clerk, to be an asset to a shoe store, must know shoes. 
The management stated: “He must have the knowl- 
edge of fitting which is, after all, to be gained only 
through experience. If he does not know the funda- 
mentals of shoe fitting, then he is a distinct liability. 
You can’t bring a grocery clerk into your store and 
expect him to sell shoes without first training him for 
the job. 

“We have excellent Saturday help in one of our main 
departments, but these we have had for many years. 
Now and: then, one of them finds steady employment 
elsewhere and we have to advertise for new help. 
Oftentimes the new help knows nothing whatsoever 
about shoes, and we are forced to advertise once more 
until we do find good help. 


‘©THE Saturday clerk is a great responsibility in the 
fitting service, but we feel it is the duty of our floor 
’ manager to check up on this and, if needs be, teach 
this type of help what he must know about fitting shoes. 
We know from experience that if a shoe has been in- 
correctly fitted, it means not only the loss of the sale 
and the cost of the shoe, but also a dissatisfied cus- 
tomer. And no one can afford to have dissatisfied 
customers. 

“Some of our departments operate very well with 
only a small number of Saturday clerks, while other 
departments need twice as many as are regularly em- 


ployed. We do not penalize clerks for errors 
made in fitting. Saturday clerks are not the only 
ones who err. Some of our oldest and most ex- 
perienced are also guilty. It is up to us to teach him 
our ways of fittings, our stocks, etc. We need this 
‘Saturday clerk’—we cannot do without him.” 


COMMENTING that the use of extra people in shoe 
selling is on the decrease, a Rhode Island retail shoe 
merchant stated he believed a good Saturday extra 
should have all the qualifications of a regular sales- 
man. Not only that but he should be trained to all 
the policies of the store which employes him. In 
amplifying this thought, this retailer said: “The Satur- 
day extra should be informed of all merchandise re- 
ceived during the week, of all changes in price, of any 
changes made in the location of the stock, when new 
lasts are received; he should be informed as to how 
they fit in comparison to the other lasts on hand with 
which he is familiar; he should be given any other in- 
formation he may need which will enable him to serve 
his prospective customers better. 

“Here, we do not penalize a man who makes an 
obvious error in fitting. These cases are rare with us. 
If it should happen, the facts are brought to light and 
the person involved would be corrected, if entirely at 
fault. Because of the fact that we do not know of any 
person who has yet reached the pinnacle of perfection, 
we try to make due allowance for the occasional error. 
Fitting errors are so rare indeed, compared to the vol- 
ume of business we do, that the few honest mistakes 
which are made are not charged to our Saturday help.” 

[TURN TO PAGE 45, PLEASE] 
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The Editors Outbook 


More Than Cash in Payroll 


THE situation was cleared by the Supreme Court’s 
decision on the New York State Unemployment Com- 
pensation Law—so that all states in the Union which 
have not yet secured for their employees the unem- 
ployment compensation benefits and for employers 
the tax-saving benefits made possible by the Social 
Security Act, can do so through the enactment of 
necessary legislation. 

Step by step, through better business, better laws 
and better understanding of the relationship of em- 
ployees to their employment, America is making prog- 
ress. We may not cure unemployment, but we are 
going a far distance toward diminishing it. The dif- 
ference between a man and a derelict is a job. 

It has been most interesting to note the attitude of 
employees toward the old-age provisions of the Social 
Security Act. Instead of being reluctant to enter into 
an arrangement with the government, that carries with 
it the obligation of payment of one per cent of income 
for the first year, the opposite seems to be true. Many 
workers look at it in the light of insurance. Let’s hope 
that it will not mean the reduction of insurance policies 
in the belief that the Social Security Act serves the 
same function. Now is a good time to talk with your 
employees on their insurance policy coverage and on 
a number of other themes that have some connection 
with the payroll. 

We had occasion to see the lapsed policies of a 
desperately poor widow of a shoe man who had evi- 
dently gotten into the clutches of insurance agents who 
sold her policies that netted them the largest com- 
missions. For example, one industrial policy had been 
made out as a twenty-year endowment. 

She was paying, at the age of 47, at the rate of 65 
cents a week for insurance protection of approximately 
$450. It was obvious that in her straightened financial 
circumstances, it was not the maximum amount of 
protection for the minimum amount of money. Five 
policies of this sort, totaling $4.00 a week in payments 
to the collector—a burden much too great for her 
income. She could get the same amount of protection, 
with the payments spaced monthly or quarterly, for 
nearly half the money. 

This should be a good time to open up a friendly 
discussion with your employees of that point of 
maximum amount of insurance coverage for the mini- 
mum of expense—for many a concern would gladly 
make quarterly payments on insurances by making 
withdrawals from the pay envelope weekly as a con- 
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venience to the worker and again as an assurance that 
there was some coverage in case of sudden death. 

It’s a good thing to get close to the workers in the 
shoe store for many of them are terribly involved in 
their finances. Thousands are victims of the garnishee 
racket. Small loans or purchases are often turned into 
large debts by signing blank papers. Not so long 
ago, a shoe clerk purchased a bedroom suite on the 
pay-as-you-go plan and took it for granted that what 
he was signing was the ordinary, honest contract be- 
tween an installment house and himself. Actually, he 
was forced to pay far in excess of the value of the 
furniture and had waived all rights, making garnishee 
operation effective almost immediately. 

Another indication of something wrong in the finan- 
cial picture of your employees is the time-honored 
custom of “tapping the till” before pay day. This 
temporizing is tough on all concerned. In most shoe 
stores a man makes only as he puts sales on the book 
and a stimulation to increase those sales may solve 
the temporary problem of the week’s deficit in income. 

We cite all these things to indicate that there are 
ways and means of making employees in the shoe 
store more at ease financially by having the head of 
the store discuss the subject of individual financial 
budgets in the spirit of helpfulness. One case in par- 
ticular, of a young clerk who was burdened with a 
$500 doctor’s bill for a member of his family, was 
solved by the boss spreading the bill over a long 
period of time so that it was paid in full without 
collector-worries. 

These things are of real importance in the conduct 
of business, particularly where good retail salesmen 
are of great value to the business, but because of the 
small margin of net profit in the business, large in- 
come is impossible. When stores are subject to strikes, 
picketing and all the manipulated troubles of a sit- 
uation where organization is being forced upon the 
employees, there is something to be said on the loyalty 
and support of the store by clerks who have found in 
their business place a friendly boss and a considerate 
regular income. For it isn’t pay by the week that 
counts. It’s income by the year and also it’s that mar- 
gin of savings above income that comes through planned 


finances. 
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Among the white shoe coverings offered 
for advance Spring Styling, Ohio’s have a 
background which gives to the finished 
shoe an added quality and stronger con- 
sumer appeal. Long recognized as the 
pacemaker for black and colored calfskins, 
Ohio produces the finest whites available. 
They have a pedigree sired by. experi- 


enced craftsmanship! Each season, 


care of white footwear presents a problem, 
and the customer rightfully demands de- 
pendable leathers . . . . and each season 
the style and wear qualities of whites 
by Ohio gain customer acceptance. Your 
spring and summer styles, if leathered by 
Ohio’s White Creations are dependable rep- 
Swatches 


resentatives of your integrity. 


will be sent on request. 


“Sat OES 


ICE IN FINE CALF LEATHERS @ THE OHIO LEATHER COMPANY e GIRARD, OHIO 
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Shoe Fair Opens January 4th 
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ENDUSTRY puts its right shoe forward as the National 
Shoe Fair—first great convention of 1937—opens its 
doors to shoe men of America at Chicago’s Palmer 
House, January 4, 5, 6 and 7. 

From every section of the country, from every phase 
of shoe production, shoe men will hasten showbound 


to formulate new plans for the benefit of the American _ 


people during the new shoe year. With the production 
record set—‘the first of the shows” will sparkle with 
the enthusiasm of progress. 

The pillars of the industry—National Boot and 
Shoe Manufacturers Association and National Shoe 
Retailers Association—sponsors of the joint convention 
and exposition, will conduct separate organization 
meetings and will also keynote the path of production 
and distribution. 

The success of the convention is assured. Already 
800 of the 850 available display rooms have been re- 
served. A new record! 

Already advance sleeping room registration indi- 
cates that all of Chicago’s hotels will be filled with 
shoe men during the first week of January. 

Fashions in footwear of all qualities, types of foot- 
wear in all classifications, will be displayed on eight 
solid showroom floors at the Palmer House—an op- 
portunity for every shoe man to see what’s new for 
the Spring season. 


The most significant convention and exposition fea-~ 


ture is the exposition hall devoted to educational and 
industrial displays, where retailers can study modern 
store fronts; where buyers can confer with merchan- 
dising experts; where shoe men can examine adver- 
tising and window contests and make plans for store 
and business improvement. The exposition hall will 
have on display: Handbags, hosiery, polishes, furni- 
ture, fixtures, shoe machinery, heels, trade papers and 
other basic products and services of the allied in- 
dustries. 

The show of 1937 will prove that it is wise to 
coordinate the buying and also the selling of hosiery, 
handbags, and the other articles that make up the 
modern shoe store. 


An Entire Industry Starts New Year 
With Optimism as Merchants and 


Manufacturers Plan for Greatest 


Trade Gathering Under One Roof 


The National Shoe Fair will present in 1937 the 
usual all-industry banquet with its galaxy of stars 
from radio, stage and screen firmaments, and its menu 
par excellence prepared by the chefs of the Palmer 
House. A style promenade will be presented, featuring 
Easter fashions for women. A style forecast will be 
made from examples of men’s wear for the new season. 

Retailers, great and small, can profit from conven- 
tion and exposition features of the National Shoe Fair. 
Merchants can make clinical studies of all phases of 
shoe distribution and can convene with producer to 
the end that the people of America receive better shoes, 
better fitting, and better service during the coming year. 


Experts Will Attend National Shoe Fair 
to Help Merchants 


The Federal Housing Administration from Wash- 
ington will participate in the Fair, offering one of the 
many educational features for shoe merchants under 
the auspices of the National Shoe Retailers Association. 
The exhibit will include a comprehensive display of 
photographs of store modernization, financed through 
the Housing Administration. A staff of experts will 
be present to consult with merchants contemplating 
modernization programs, Experienced specialists will 
advise merchants how to proceed in financing a pro- 
gram of modernization. 

With a pronounced business improvement among 
shoe stores, many operators are in position to make 
the long-delayed store improvement. This govern- 
ment bureau will explain in detail how merchants can 
install new store fronts, replace obsolete equipment, 
modernize interiors and develop the attractiveness of 
the shoe store to maintain a competitive pace with 
other stores in retail districts. 

Merchants will be advised how all this can be ar- 
ranged even though they do not have the immediate 
funds available. The Housing Administration itself 
lends no money. It insures financial institutions against 
loss up to 20 per cent of the total amount advanced for 
modernization purposes. 


[TURN TO PAGE 45, PLEASE] 
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THIS MARK ON OUTSOLES 
CAN HELP YOUR SALES AND PROFITS 


It stands for sole leather of superquality, 
finer appearance, better wear—tanned to 
give foot comfort and promote foot health. 


Sole leather should be brought out into the open for increased 
pairage sales and better profits per pair. Dame Fortune and 
Lady Luck may play into the hands of some dealers. but as a 
rule, like others serving the public, they achieve prosperity by 
doing those things that influence it. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


gives a bonus in service which is not included in the price your 
customer pays for shoes bottomed with it. When confidence is 
merited by a mark that identifies outsoles which do that, 
sales and profits move but one way—up. Remember, Kistler 
“BENCH BRAND” Sole Leather resists wear in wet weather 
or dry. 


ae chart —- a side 
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T. W. GARDINER COMPANY -: LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 
turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 

Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England av- 


thentic service at all times. 


THE LAST WORD 


UNITED 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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SF. 


REGIONAL 


. 


IN 





SERVICE 


The individual and collective experience and 


facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 


f. W. GARDINER CO, 


LYNN, MASS. - 


UNITED LAST CO. 
BROCKTON, MASS. 


STEWART & POTTER CO. 


BROOKLYN, N. Y. 


THE LAST WORD 


UNITED 


EMPIRE LAST WORKS 
ROCHESTER, N.Y 
KRENTLER BROS. CO, 
ST. LOUIS, MO. 
KRENTLER BROS. CO. 
MILWAUKEE, WIS. 
UNITED LAST CO., LTD. 
MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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gift mules 


to carry your 





greetings... 













Qut_of the Arabian 
Rights (above), fan- 
tastic little mule with 
turned up toes. Red, 
green, er blue suede 
with gold kid. 12.60 


(left). Vivid little 
cutout suede mule that 
Svoops up over your 
instep. Wine, purple, 
blue, black, green..7.75 








heel (above), gaiety 
in a suede mule. Pink, 
baby blue, apple green 
or purple, with deeper 
shade for contrast. .6.95 












(above). Very grace- 
ful Little mule in satin 
sparkling brilliantly. 
Rose, wine, royal 
blue, black, white. 5.96 


J 
@ gey little satin 
mule thet buries your 
fastep in fluffy fur. 
Rose, blue, dbleck or 
white, with white 
fur. 3.95 


Erivolity, Chinese 
style. vivid Little 


Left: A striking ad featuring gift foot- 
wear which ran the full depth of a news- 
paper page; right, unusual 





Footwear for Gifts 
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And Gay Festivities 


Leisure slippers play prominent part 


in the holiday promotions of shoe 


stores—Formal footwear for New Year 


THIS is a month for intensive 
promotion of slippers, hosiery, 
galoshes, handbags and all the vari- 
ous accessories sold in shoe stores 
which are also appropriate for holi- 
day gifts. Undoubtedly it is true that 
these accessories are being featured 
more prominently in window dis- 
plays and advertised more gener- 
ally at all seasons than was the 
common practice in times gone by. 
Shoe merchants are discovering that 
regular promotion can produce a 
gratifying volume of sales in leisure 
slippers, for example, in almost 
every month of the year, and 
there is an increasing tendency on 
the part of up-to-date merchants to 
go after this business in an intelli- 
gent and aggressive way. But at 
Christmas season there is an extra 
urge to buy such items, and the 
shoe stores this, year are making 
the most of the opportunity. All 
of the ads we illustrate on this page 
and the following one were clipped 
from newspapers in the past two 
or three weeks and they represent 
only a very few striking samples 
of the sort of footwear advertising 
that is appearing in every impor- 
tant community the country over. 

The Lord & Taylor ad at the left, 
for example, ran the full depth of 
the page on which it appeared and 
reflected in pleasing fashion, 
through layout, type and illustra- 
tion, the gaiety of the Christmas 
season. Wetherby-Kayser of Los 


treatment 
of a formal footwear ad by use of a 
reverse \ 


Angeles went even farther and de- 
voted an entire newspaper page to 
a striking ad, devoted mostly to 
slippers, and carrying the caption 
“An Open Letter to S. Claus, Esq.” 
The letter read: “Dear Mr. Claus: 
Well, here we are with Christmas 
just around the corner and time 
a-wastin’. Looks like you’re going 
to be a pretty busy man this year. 
You’re going to need more help all 
the way around because it looks 
as though you'll double the busi- 
ness you did last year. Here’s 
where we come in. When you get 
stuck just remember we're ready 
... in fact... we’re eager to lend 
you a helping hand in choosing 
from the West’s greatest collection 
of gift slippers . . . hosiery .. . 
handbags.” 

Again the gift certificate idea is 
being promoted by many shoe 
stores to sell shoes, as well as 
hosiery, slippers and accessories for 
Christmas giving. And there are 
many special types of shoes that 
lend themselves admirably to gift 
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STREET SALON 


And the smoke rolls up 
m a weaving haze.” 


422 West Seventh at Olive 


600.0 SHOES ANDO HOSIERY 


Christmas atmosphere in a Pacific 
Coast ad (Los Angeles) featuring 
slippers and leisure footwear. 











needs, especially for youngsters. 
What boy or girl would not wel- 
come, for example, a pair of those 
stout ski shoes that every youngster 
longs for at this season of the year? 
Skiing in the past few winters has 
become a keen rival for skating in 
the Winter sports list of the average 
boy or girl and a good pair of shoes 
forms an essential item of equip- 
ment. 

Evening slippers would appeal 
to the beauty and pleasure loving 
instincts of every girl at Christmas 
time and would be warmly appre- 
ciated as a gift. Nothing, in fact, 
could be more timely, for this is the 
season when evening footwear is 
most in demand, as evidenced by 
the vast number of formal shoe ads 
appearing in newspapers every- 
where right now. This week we 
show one by C. A. Verner Co. of 
Pittsburgh in which they say: “We 
took the soft, garden colors of Beau- 
vais embroidery and fashioned them 
into exquisite metallic brocades. 


We took rich satins and added the 


1936 


fabulous glitter of jewels. We went 
utterly modern about the new high 
silhouette. And assembled a collec- 
tion of shoes which will be bril- 
liantly ‘among those present’ at 
every important function this sea- 
son!” 

Of special interest is the reverse 
plate ad on evening slippers by 
Joseph of Evanston which we re- 
produce herewith and which is so 
unusual and attractive that it’s sure 
to command immediate attention. 

“Dancing Stars for Festive Nights 
—Bright sandals sparkling in metal 
and gay color” formed the enticing 
caption and sub-caption of a formal 
footwear ad by The Halle Bros. Co. 
of Cleveland. “The gleaming bro- 
cade slipper,” this ad went on to 
say, “is one of the year’s happiest 
comebacks, adding a touch of medi- 
eval splendor to the hem of your 
velvet gown. If you're a rhythm in 
chiffon . . . satin sandals are a 








Dear, Mr. Claus 








We're ready ... in fact... we're 
eager ... to lend you a helping 
hand in choosing from the West's 
greatest collection of gift slippers 
... hosiery ... handbags. 


(Wetherby. Hayser 
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clever choice, dyed in subtle color 
harmony. And, newest of all, the 
kidskin slipper in Chinese red and 
green with a‘ narrow piping of 
gold.” 

Emphasizing the service angle in- 
stead of the glamor of more formal 
footwear, the Chicago salon of Saks 
Fifth Avenue devotes an ad to Cal- 
cutta and horned lizard shoes, 
which they call “‘the most perfect 
Winter shoes we know of. Their 
high polish, plus their natural 
water-resisting qualities make them 
shed rain and snow. Under ga- 
loshes they don’t get that discour- 
aged look that most leathers do— 
after an enveloped afternoon at 
football, they emerge with luster 
for dancing. Four styles, all hand- 
made, from our regular higher- 
priced stocks. Black and brown in 
all styles. The strap model also 
in blue, gray, green, wine.” 

[TURN TO PAGE 34, PLEASE] 








an open letter 
to S. Claus, Esq. 


Well— here we are with Christmas just around the 
corner and time a’wastin’. Looks like you're going to 
be a preny busy man this year. You're going to need 
more help all the way around because it looks as 
though you'll double the business you did last year. 
Here's where we come in. When you get stuck 














A full page ad from Los Angeles on Christmas slippers and accessories. 
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Line 11. This figure is called the op- 
erating profit because it is influenced 
only by the operations within the shoe 
store. It is not changed by any money 
the proprietor may make or lose 
through the sale of bonds or real estate. 
It puts the shoe store on its own feet, 
to stand or fall on its own profit or loss. 
If the shoe store operates a repair 
shop, the figures for repairing should 
be kept entirely separate. Then on 
Line 14 is put the profit or loss on 
repairing. This profit or loss is simply 
the difference between the repair shop 
sales and its expenses. For example: 





Repair shop sales...... $3,250 
Repair shop expenses.. 3,085 
We Shes. Te $ 165 


These shop expenses consist of three 
main items, (1) payroll, (2) purchases 
of all kinds and (3) depreciation of 
equipment. Only by keeping the re- 
pair shop figures entirely to them- 
selves can the proprietor know what 
he is making or losing through the sale 
of shoes alone. 

The same principle applies to other 
income on Line 15. Here is shown the 
net revenue derived from the sale of 
packing cases and the like, profit or 
loss from the sale of store-owned se- 
curities, interest from securities, cash 
over and cash short, and the profit or 
loss from any transaction not strictly 
a part of the retail shoe business. 

Line 16, total net gain, is the sum 
of the operating profit, the repair shop 
profit and all other income. It is the 
figure upon which income taxes are 
paid, distributions made to stockholders 
and additions made to surplus. 


2—Financial Statement 


Assets and liabilities are pretty gen- 
erally understood by shoe retailers. 
Stated simply, assets are what we 
have, liabilities are what we owe for. 
Net worth is the difference between 
the two. 

The merchandise inventory, Line 17, 
must be exactly the same figure as 
appears on Line 9. The cash, Line: 18, 
is self explanatory. 

To find Line 19, the accounts receiv- 
able are “invoiced” just as the mer- 
chandise is invoiced. Only “good” ac- 
counts are listed, the others being 
charged off as bad debts and listed as 
such in the expense account on Line 29. 
The same applies to notes receivable, 
Line 20, except that any loss on these 
notes is charged against other income 
unless the notes were originally given 
in payment for shoes sold. 

Fixtures, Line 21, must be listed at 
a value that shows a reasonable depre- 
ciation year by year. The usual rate 
of depreciation for shoe fixtures is 10 
per cent of their original cost each 
year. See Line 38. 

Line 22 is the place to list in detail 


The Shoe Retailer’s Accounting Manual 


[CONTINUED FROM PAGE 15] 





FINANCIAL STATEMENT 
ASSETS 


17. Merchandise Inventory .... $19,060 
18. Cash on hand and in bank.. 1,855 
19. Accounts Receivable ...... 4,535 
20. Notes Receivable ......... 200 
21. Fixtures (less Fix. <ipsheay 1,109 
22. Other Store Assets . 2,360 
33; Total Adatls iio. kes $29, hic 
LIABILITIES 
24. Accounts Payable ........ $4,785 
25. Notes Payable ........... 2,000 
26. Other Business Debts ...... 1,400 
27. Total Liabilities ... $8,135 
23. Assets .... . $29,110 
aio ROR... 58 cies To eRe 8,135 
28. Net Worth . $20,975 
29. Capital 18,000 
20. Surtees 2k ce eee 





all other store assets such as securities, 
automobile, real estate, prepaid items 
such as rent, insurance, salaries or 
taxes, etc. 

In the liabilities, Line 24 carries the 
accounts payable and Line 25 the notes 
payable. Other business debts, Line 26, 
include taxes owed, salary owed to pro- 
prietor or employees, unpaid judgments 
and reserves for various purposes. One 
of these reserves is always for fixture 
depreciation. This must appear on the 
fixture account, though on the state- 
ment the fixtures are usually listed 
simply at their net, depreciated valu- 
ation. 

Line 28, net worth, is the difference 
between the assets and the liabilities. 
The increase in net worth from one 
year to the next represents the net 
gain during that year. Therefore, if 
no dividends have been drawn, the in- 
crease in this year’s Line 28 over last 
year’s Line 28 must be the same as the 
net gain on Line 16. 

These two methods of determining 
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the year’s profit, (1) the operating 
statement and (2) the financial state- 
ment, act as a check upon each other. 
Every single act done during the year 
which changes any item in the assets 
or liabilities, must change some item 
in the operating statement by exactly 
the same amount. Unless this is the 
case, the books are not set up properly. 

Net worth, Line 28, is sometimes 
called “capital and surplus.” But it 
may be either more or less than the 
capital, for in reality net worth tells 
just what the merchant “has to show 
for his capital.” The excess of net 
worth over the capital is the surplus, 
as shown on Line 30. 

The difference between an operating 
‘statement and a financial statement is 
this: The operating statement tells in 
detail what the business did during the 
year (or other period). The financial 
statement tells the financial condition 
of the business on one certain date. 


3—Expense Analysis 


In Section A of the payroll, Line 31, 
the selling salaries include all straight 
salaries, commissions, P. M’s. and 
prizes, whether paid in cash .or in 
merchandise. 

Section B, non-selling salaries, in- 
cludes all wages paid to non-selling 
employees. In the case of a small store 
in which the bookkeeping is done by 
one of the salesmen, an estimate is 
made of the amount to be charged to 
non-selling work. Large shoe stores will 
find it desirable to subdivide the pay- 
roll further into buying, selling, ad- 
vertising, management and office pay- 
roll accounts. 

Regarding Section C, the proprietor’s 
salary, there is a pronounced lack of 
uniformity. among shoe merchants. 
Some credit themselves with an ex- 
tremely high drawing account in order 
to reduce the profit showing. Others 
draw no “salary” on the books, result- 
ing in a high “profit” showing. 

Each of these extremes throws the 

(TURN TO PAGE 44, PLEASE] 





EXPENSE ANALYSIS 


(Net Sales 


a. Selling Salaries 

b. Non-selling , 

c. Proprietor’s 
. Total Payroll tAdd. = 4 8 c) 
. Rent 
. Advertising 
. Interest 
Taxes 
Insurance 
Heat, Light, Water 





100%) 
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Kid flatters the feminine foot. It 
has a plump firmness that gives 
strength and sturdiness to a shoe 
design, yet it also has a pliability 
that allows it to conform to the 
individual, and its feather lightness 
encourages that natural grace made 
possible by real foot ease. Surpass 
PHANTOM Kid, with its popular, 
dull lustre, offers a silky grain, a 
firm texture, uniformity of grading 
and good cutting to the Shoe Manu- 
facturer; offers fashion footwear 
with style and sales appeal to the 


Retailer. 


When writing advertisers please mention Boot and Shoe Recorder 





JOHN R. LAYCOCK 


Hanan & Son, New York, Director, 
N.S.R.A, 


Editor’s Note: Last of a series of 
articles, presenting members of the 
N.S.R.A. 1936 official staff and describ- 
ing association activities. The fifth ap- 
peared in the issue of November 14th. 


THIS is a time when every retail 
shoe merchant is planning to take 
an inventory that will show what 
progress he has made in 1936 and 
serve as a chart by which to steer 
his course in the coming year. Sim- 
ilarly, the National Shoe Retailers 
Association is planning its future 
activities on the basis of progress 
made, and these plans will be laid 
before the directors of the associa- 
tion when they meet in Chicago 
during the National Shoe Fair, Jan- 
uary 4-7, 1937. 

In advance of that meeting, it 
can be stated with assurance that 
1937 will witness a continuance of 
the association’s policy of practical 
service to the retail shoe merchant, 
a broadening of its program in cer- 
tain directions and an intelligent 
effort to meet some of the immedi- 
ate problems that will confront shoe 
merchants in 1937. Early in the 
coming year, for example, the leg- 
islative situation will once more 
become acute, for in January Con- 
gress meets again in Washington 
and most of the state legislatures 
will once more be in session. Out 
of these lawmaking bodies will come 


- 
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N.8.R.A. to Expand 
Shoe Merehants 


many issues affecting retailers as a 
class and shoe retailers in particu- 
lar. 

In Washington, for example, 
Congress is expected to consider 
such vitally important matters as 
a substitute for NRA, and pos- 
sible amendments to the Robinson- 
Patman bill. There is a likelihood 


JESSE ADLER 
Adler Shoes for Men, New York, Director, 
N.S.R.A. 


of more “pure shee” bills and mea- 
sures affecting orthopedic fitting 
and numerous other matters of sim- 
ilar importance and interest to 
those engaged in retail footwear dis- 
tribution. Thus it becomes appar- 
ent that the legislative activities of 
the National Shoe Retailers Asso- 
ciation will be of greater impor- 
tance in 1937 than they have been 
in any year since the enactment of 
the original NRA This service will 
necessarily involve a close check- 
up on legislation of interest to shoe 
retailers which may be introduced 
in Washington or in the various 
state legislatures. 


The Shoe Fair itself is a service 
to retailers of the first magnitude, 
affording them an opportunity to 
come together and discuss their 
common problems, to hear experts 
on various phases of retailing, to 
attend round table meetings on 
style, orthopedics and various 
phases of merchandising and retail 
operation, and, finally, to see under 
one roof what is expected to con- 
stitute the most remarkable exhibi- 
tion of shoes and shoe store acces- 
sories ever brought together under 
similar conditions. 

The Shoe Fair is made possible 
through the combined efforts of the 
National Shoe Retailers Association 
and the National Boot and Shoe 
Manufacturers Association. These 
associations name from their mem- 
bership the members of the Shoe 
Fair Committee, which undertakes 
the responsibility of planning and 
staging this great industrial exposi- 
tion. Shoe retailers who pay $5.00 
a year for membership in the 
N.S.R.A. share in services whose 


J. GORDON MeNEIL 
Thayer-McNeil Co., Boston, Director, 
N.S.R.A. 
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Serviees to Retail 


in Coming Year 


actual cost is many times that fig- 
ure, and dues would necessarily 
have to be much higher if they 
formed the only source of asso- 
‘ciation revenue. The monthly News 
Survey, containing the latest spot 
news on important shoe style de- 
velopments and a wealth of other 
timely information, is considered 
by many members to be worth 
more than the price of the annual 
membership dues. 

Next year the National Shoe Re- 
tailers Association plans to develop 
and expand another important ser- 
vice, namely its statistical and cost 
analysis service. For many years 
the association has gathered figures 
on operating costs from its mer- 
chant members and has attempted 
to analyze and establish conclusions 
from these figures which would help 
retailers in determining to what ex- 
tent they were operating their stores 
on an efficient basis, which if any 
of their costs were too high and 
what changes, if any, should be 
made in their method of operation 
to put the business on a better profit 


ARTHUR E. EBBS 
St. Louis, Director, N.S.R.A. 


basis. This work has proved very 
helpful to many members of the as- 
sociation, so much so in fact that 
it has now been decided to put the 
statistical and cost analysis work on 
a more scientific basis by turning 
the entire task over to an organiza- 
tion that. is thought to be the best 


M. A. MITTELMAN 


Goetz-Mittelman, Inc., Detroit, Past 
President, N.S.R.A. 


equipped, from long experience, of 
any similar institution in the coun- 
try to handle this particular kind 
of work. 

After the first of the year, mem- 
bers of the association may send 
their operating figures in the 
strictest confidence direct to this or- 
ganization for analysis and study. 
A more detailed announcement of 
this service will be made later. Re- 
tailers who send in their figures 
will receive in return complete 
reports and operating figures, as- 
sembled and classified in such a 
manner as to fit the requirements 
of every type of retail shoe store or 


A. H. GEUTING 
Philadelphia, Past President, N.S.R.A. 


shoe department operation. Under 
the service plan contracted for by 
the association, special arrange- 
ments are also included for individ- 
ual analysis of the operating figures 
of such firms as may desire it. Re- 
tailers are also invited to address 
inquiries to Manager Lee Langston, 
at N.S.R.A. Headquarters, 274 Mad- 
ison Avenue, New York, with refer- 
ence to window display material, 
advertising, etc., and many such 
inquiries have been answered by 
supplying needed information. 


JOHN J. BAIRD 
Columbus, Ohio, Past President, N.S.R.A. 
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Footwear for Gifts 


[CONTINUED FROM PAGE 29] 


Innes of Los Angeles also advertises 
lizard, in conjunction with matching 
bags, featuring “two beautifully styled 
shoes and two companion bags, express- 
ly designed to ‘go with’ genuine Cal- 
cutta lizard, combined with rich calf- 
skin in black or brown. Every woman 
who knows the style importance and 
extra serviceability of reptile will ap- 
preciate these super-values.” 

Many of the current shoe advertise- 
ments appearing in newspapers of vari- 
ous cities reflect the season’s interest 
in leathers. For example, Bonwit Teller, 
Fifth Avenue, New York, recently car- 
ried a striking four column ad, half the 
depth of the newspaper page, about 
hand-stitched crocodiles and, as the copy 
proclaimed, “featuring a sweep of eight 
peerless designs—beautiful hand-made 
shoes of the finest Mexican crocodile at 
one most exceptional price, $12.75. Re- 
peating—in an even bigger way—our 
sensational crocodile commotion of last 
Winter.” 

“Because we believe in the everlast- 
ing chic of good polished crocodile,” this 
advertisement continued, “and its per- 
fect fitness for Winter weather, we take 
great pride in doing our crocodiles 
superlatively — stitching them with a 
custom fineness that tames the unruly 
crocodile spirit. They need no ‘break- 
ing in.’ You enjoy them from the very 
first moment that you put them on. In 
black and in deep amber brown.” 

Meanwhile Filene’s of Boston declares 
that “two leathers are smarter than 
one” and advertises dull calf oxford 
straps and pumps as a week-end special 
in the Little Shoe Shop at the popular 
price of $4.95. “The ideal shoe for late 
Fall and early Winter,” says the ad. “A 
sturdy, smooth calfskin shoe is well 
known for wear. Everyone knows that 
genuine alligator is nearly indestruct- 
ible. The combination will stand even 
the continuous pulling on and off of 
your overshoes. And style! They’re 
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OUTDOOR FOOTWEAR 
FOR YOUNG WOMEN 


15 INCH BOOTS 
No. 300—Coffee Elk 15-Inch Boot, 
Hooks and Eyelets. 


No. 304—Chocolate Elk 15-Inch Boot, 
All Eyelets, 9 Iron Damproof Bend 
Sole, 8/8 Heel with Rubber Toplift. 


41/,/9-AA — 21/./9-A-B-C-D. .. $3.90 


61, INCH BOOTS 


No. 306 — Chocolate Elk 61/2-Inch 
Blucher Boot, 9 Iron Damproof Leath- 
er Sole, 8/8 Heel, Rubber Toplift. 
No. 308 — Smoked Elk 6)/-Inch 
Blutcher Boot, Gristle Sole and 8/8 
Heel, Gristle Toplift. 

4\,/9-AA — 21/./9-A-B-C-D... .$3.25 


@ 
Fine Goodyear Welts Exclusively 
@ 
THE JUVENILE SHOE CORPORATION 
OF AMERICA 


CENTRAL TERMINAL BLDG. 


710 N. 12th BLVD. ST. LOUIS, MO. 


Wika, U.S. PAT. OFF. 











styled with that up-to-the-minute smart- 
ness for which Filene’s Little Shoe 
Shop is justly famous.” 

Turning to men’s shoes, we find 
grained leathers featured in many ad- 
vertisements as appropriate for the 
Winter season. For example, Desmond’s 
of Los Angeles advertises Norway calf, 
described as “a flexible quality calf 
with a two-fisted air. In rugged full- 
grained, semi-grained and hand boarded 
leathers. Direct descendant of the 
Norwegian Skiboot . . . brought to Eng- 
land as a spectator sports shoe and now 
distinctly Desmond-designed into smart 
dress shoes.” 

Hahn of Washington is another retail 
firm that plays up the heavy leathers in 
its current advertising, including 
Norwegian, Scotch grain, Eskimo calf 
and Cordovan. The three Hahn stores in 
the National Capitol give special prom- 
inence to a style called “the All-Amer- 
ican,” a three eyelet oxford with strap 
instead of laces. “Honors go to this 
swagger varsity style,” says the ad. 
“Trim lines, strap laces, heavy planta- 
tion crepe soles —all the nonchalance 
and style authenticity young men ad- 
mire.” 

Reflecting the general improvement 
in business and in the economic situa- 
tion of the vast majority of shoe stores, 
there have been fewer early December 
clearance sales this year than in any 
recent season, and that fact promises 
well for profits on December business. 
Shoe stores, apparently, are convinced 
that they can operate more successfully 
by featuring regular shoes at regular 
prices, along with seasonable acces- 
sories, and promoting them by con- 
structive ads and window displays, than 
by announcing pre-holiday clearances. 


Adds to Factory 


Avon, Mass.—The Avon Sole Com- 
pany is building a two-story addition 
to its factory so as to increase its out- 
put of rubber soles, heels and other 
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Chicago Stores Show Southern Shoes 





Better Grade Shops Look Forward to Brisk Business in Resort 
Footwear This Season 


CHIcAGO—The smart shoe salons of 
the leading department stores and a 
few of the more alert exclusive shoe 
stores about this time of year cash in 
handsomely on footwear and accessories 
for the women who spend the cold 
months traveling in sunny climes. By 
catering to the needs of regular cus- 
tomers, these departments have built up 
a regular trade among the travelers, 
who have been taught to make their 
purchases of travel needs before leav- 
ing their homes, instead of waiting un- 
til they arrive at their destination. 
Alert managers study the resort styles 
and trends and offer the same up-to- 
date models here that are to be found 
at the other end of the line. 

At Marshall Field’s, Carson’s and 
Mandel’s especially, and at Saks Fifth 
Avenue, Wolock & Bauer, O’Connor & 
Goldberg, Hanan & Son, the Stetson 
Shop and other shoe stores catering to 
the trade which can afford to spend 
months of each year traveling, special 
efforts are made each Fall and Winter 
to satisfy this business. 

In these stores are featured shoes 
that, in the words of Ninon, society ob- 
server, are soft as a glove, gay as a 
southern beach scene and as light and 
airy as a May morning. The leading 
styles and models currently featured 
along State, Wabash and Michigan ave- 
nues, show a preponderance of dress- 
maker fabrics, in close relation to the 
material of southern clothes — hand- 
blocked challis and linens, printed 
crepes and striped India silks. 

Brilliant colors are the order of the 
day, and fit in harmoniously with the 
new fad of combining brilliantly colored 
fabric shoes with white and black 
gowns, in place of the traditional 
whites. The noticeable trend away from 
the strictly pure sandal toward sandals 
combining the lines of the oxford, in 
shoes of this character, holds sway in 
Chicago this Winter both for evening 
wear and for use of the southern travel- 
ers for afternoon wear. 

Some of the styles exhibited have the 
open heel of the sandal with the high 
front of the oxford, held only by a 
snug-fitting back strap, reversing the 
usual order. Gold and silver fabrics 
are popular again this winter for eve- 





Production Shows Good Gain 


PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


MILLIONS OF OCTOBER , 1936 
PAIRS 
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Washington, D. C.—Statistics on the pro- 
duction of boots, shoes and slippers, exclusive 
of rubber, released recently by William L. 
Austin, director of the Bureau of the Census, 
Department of Commerce, for the month of 
October, 1936, although showing a slight de- 
crease of 2.7 per cent from its previous month 
September, shows a good gain of 9.5 per cent 
over the corresponding month in 1935. 

Production totaled 39,361,698 pairs in Octo- 
ber, 1936, a decrease of 1,082,354 pairs from 
September, 1936, but an increase of 3,413,888 


pairs from its corresponding month last year. | 


Total production for the period from January 
through October showed a gain of 5.6 per 
cent or 18,364,781 pairs, over the 327,098,120 
pairs produced in the same period last year. 

All in all, early figures indicate that shoe 
production for 1936 will top the 1935 total of 
383,761,499 pairs by a good margin. As it 
stands now, production this year through 
October, totals 345,462,901 pairs, leaving 
38,298,598 pairs outstanding to be produced 
in November (figures not yet released) and 
December, to at least equal the 1935 figure. 
Predictions are that 1936 production will top 
400,000,000 pairs. 





ning wear and many travelers include 
a pair of each in their shoe wardrobe. 
All of the accessories for resort wear, 
as well as for the cocktail lounge and 
the dance floor, are gayer and brighter 
than ever, bearing out the prediction 
some time ago that color would domi- 


nate the clothing and footwear styles 
for a long time to come. 

Department store shoe departments 
are outdoing the exclusive stores this 
holiday season in the display and fea- 
turing of bedroom slippers for all mem- 
bers of the family. Buyers along State 
street report a greater demand this 
year for the better grades, with leather 
and fleece lined lambs leading in pref- 
erence for men, and the dainty fabric 
for women. 

At Mandel’s bedroom slippers and 
“comforts” are spotted on every floor 
where wearing apparel of any kind is 
shown. On some of the more busy floors, 
especially the first, second and the base- 
ment, enticing displays are shown in 
several locations, always where the in- 
coming and outgoing traffic is the heavi- 
est. 

At Marshall Field & Co., store for 
men, the ultra in high grade leather 
with regular soles, in black and browns 
occupies the spotlight along with the 
acme in high grade oxfords, with many 
shown in the $6 range and upward. 

As one buyer put it, the displays are 
made with the object of “catching the 
eye” as customers flit past. As a last 
resort, many people will select a desir- 
able pair of bedroom slippers, after 
they have been disappointed in finding 
a suitable selection of whatever they 
originally had in mind. The sales psy- 
chology, this buyer said, is to place the 
display at the right spot for observa- 
tion at the psychological moment. And, 
he said, it works. The big thing with 
“bedrooms” he explained, is to keep 
them so displayed as to easily catch the 
eye as a gift suggestion. 


Craddock-Terry Appoints 
Three Vice-Presidents 


RICHMOND, VA. — The Craddock- 
Terry Shoe Co., Lynchburg’s largest 
manufacturing concern, has appointed 
three new vice-presidents to take charge 
of manufacturing, sales and merchan- 
dising. 

They are Charles G. Craddock, Jr., 
who will have charge of manufactur- 
ing; John W. James, vice-president in 
charge of sales, and Louis F. Almond, 
who will direct merchandising. 

Mr. Craddock and Mr. Almond will 
have about the same duties they have 
had in the past, although promoted in 
office. Mr. James was promoted from 
the place as manager of the George D. 
Witt Company, to director of sales for 
the parent company. 
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or because he owns raw materials at 
considerably below replacement cost 
and is willing to pass over to the 
government the advantage this owner- 
ship gives him. Very frequently, too, 
as you have noted in reading the 
prices, army contracts are awarded to 
different firms at different prices on 
the same day. This comes about be- 
cause the manufacturer submitting the 
lowest bid has a factory capacity which 
will not permit him to make and de- 
liver all the shoes the government 
wants within the required period of 
time. Consequently, he puts in a bid 
covering only a portion of the army 
requirements and the remainder is 
awarded to some other manufacturer 
who has the next lowest bid. 

It is obvious, when you take these 
factors into consideration, and add to 
them the fact that bidding is always 
keen—so keen, in fact, that some orders 
have been taken at a loss—that prices 
paid for army shoes cannot be con- 
sidered an index of anything. 


Development in Army Shoes 


Getting back to the types of shoes 
worn by men in the United States 
Army, we find that over a period of 
years since the close of the World War, 
there has occurred a perfectly natural 
development. Back in 1912 and 1913, 
when we had a standing army of only 
about 60,000 men, all of them were 
equipped with a single sole shoe with 
a side leather upper and a lining. Dur- 
ing the War a much heavier type of 
shoe came in. Following the War, 
specifications again were changed so 
that shoes, in weight, at least, were 
about halfway between what they had 
been during the War and what they 
were before the War started. 

It was not until 1927, when the army 
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Uncle Sam, The Perfect Customer 


[CONTINUED FROM PAGE 17] 


stood on its hind legs and demanded a 
lighter and softer shoe for dress wear 
that the present-day, so-called “garri- 
son shoe” came into existence. This 
shoe has a ten-iron sole, a lined upper 
of plump medium calf and a half-rub- 
ber heel. About 150,000 pairs of these 
are bought every year for men in the 
infantry division of the army. 

Prices paid for these shoes are not 
so much higher than those paid for the 
service shoes as one would suspect 
when the difference in price between 
calf leather and side leather is taken 
into consideration. It must be remem- 
bered that these garrison shoes save in 
sole leather—a ten-iron sole as com- 
pared with almost double that in the 
“service shoe.” 

Then there are boots—these for the 
mounted enlisted men. Approximately 
100,000 of these are used up every 
year, having been adopted by the army 
in 1931 to take the place of the much- 
complained-of puttee. These boots come 
in two heights, 16 and 17 inches. Their 
uppers are unlined. The leather is 
chrome tanned side leather, HM weight. 
They have a ten-iron outer sole and a 
half rubber heel. This is a dress boot, 
the equivalent of the infantry garrison 
shoe. In the field, the mounted men 
wear the regulation service shoe with 
leggings. Here again, prices are inter- 
esting and meaningless, because of the 
previously described method of com- 
petitive bidding. 


_ | prey ore meeoarnos $3.99 
December, 1931 ........ 3.70 
November, 1932 ........ 3.09 
January, 1933 ......... 2.93 
GE | RMS eel ersten 3.23 
December, 1933 ........ 4.25 
February, 1934 ........ 4.35 
Be, TONE ee SS. 4.34 
October, 1984 .......... 3.47 





February, 1935 ...3.88 to 3.98 


October, 1985 .......... 4.13 
July, 1931 (Top Price).. 3.23 
December, 1931 ........ 2.88 
November, 1932 ........ 2.49 
January, 1933 

(Six-year low) ...... 2.27 
MENG, TRB es oe i es 2.38 
February, 1934 

(Top price) ......... 3.23 
April, 1934 ............ 8.09 
October, 19384 .......... 2.82 
February, 19385 ........ 2.93 
October, 1935 .......... 3.16% 
November, 1935 ........ 3.21% 
March, 1986 ............ 8.15 
July, 1986 ............. 2.97 


And, if anyone still wishes to start an 
argument regarding price trends in the 
shoe field, using army shoe prices as an 
index, we would like to point out that 
the top price paid for garrison shoes 
was in July, 1931, and again in Febru- 
ary, 1934, whereas the top price for 
service shoes was reached at a point 
in between those two dates, namely, in 
September, 1933. The all-time low of 
the service shoe is only one year from 
the all-time high of the garrison shoe, 
January, 1933 and February, 1934. 


November, 1935 


(Top price) ......... $4.50 
March, 19386 ........... 4.06 
May, 1986 ............. 3.83 


About the only other article of 
leather footwear which the army now 
buys regularly (we are excepting the 
logger boots and a few other. types 
purchased for the C.C.C.) is the “fly- 
ing cadet shoe”—a dress shoe, also 
worn for routine flights, by members 
of the air service. This is merely a 
medium weight black calf shoe, lined 
with cloth, with a nine-iron sole and 
a half rubber heel. Of these, the United 
States Government buys only about 
1000 pairs per year. 





CUT 


os OF Fe oie to mole! 
NGLAND WALTON DIVISION ¥* A. C. LAWRENCE LEATHER CO .- 


SOLE 





é 


ed 


by Fibre” 


LEATHER 


) a ee 


BOSTON 






ne riahnecenateae 
















BOOT AND SHOE RECORDER, December 12, 1936 Page 37 


ff 


ARE ESSENTIAL... 
Experienced manufacturers and retailers 
know the importance of strength and rigid- 
ity in shank construction and wood heel 

attaching. 

N Based upon sound shoemaking principles, 
A / Unishank and W/C Wood Heel Screw 
N § Attaching combine to promote security to 


the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 








WHERE STRENGTH AND 
STURDY CONSTRUCTION 








% 






< 





ce \ 


\ 
















UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 




























Women's $1 
Misses’ sas 
White Kid Women’s 
Women’s $1. Sizes A-B- 
Misses’ $1.50 A-B-C 212-8 11%. 
eee 


——~ 28 Goodhue St., Salem, Mass. 








IN-STOCK 
PATENT 
LEATHER 


Women's 
$1.25 
Misses 
$1.15 

also, white kid 10c pair extra $1.10 

BLOG SHOE COMPANY 

147 Duane St. New York, N. Y. 




















Witt New Sherer Shoe Manager 


WORCESTER, Mass.—A. H. Witt has 
been made manager of the shoe busi- 
ness of the C. T. Sherer Co., local de- 
partment store, following the retire- 
ment of W. N. Bushey. 

Mr. Witt has been associated with 
the department for about 17 years and 
served under Mr. Bushey’s manage- 
ment. 

Mr. Bushey had been identified with 
the Sherer shoe business for many 
years, and was one of the well known 
eastern shoe men. Mr. Bushey is known 
to the shoe trade as a kind, jovial char- 
acter under all conditions, and his many 
friends will be glad to know that he re- 
one in the best of health to enjoy 

e. 


Allen Shoe Store to Move 


CLEVELAND, OHIO — Allen’s Shoe 
Store, now operating at 226 Euclid 
Avenue, will move to 312 Euclid Ave- 
nue in December according to announce- 
ment. A new, modern shop is being 


set up for them at the new location. 
R. J. Meyers is manager of the store. 
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C. J. O'Neil With 
Ault-Williamson 


AUBURN, Me.—The Ault Williamson 
Shoe Co., here, manufacturers of Air- 
Tred shoes, announce that Charles J. 
O’Neil, formerly general manager of 


CHARLES J. O'NEIL 


the Excelsior Shoe Division of Selby 
Shoe Co., is now associated with them. 
Mr. O’Neil’s particular duties will be 
in assisting in the styling and promo- 
tion of Air-Tred shoes together with 
Richard P. Boothby, sales manager. 





Shoe Company Featured in 
Bank Window 


New BeEprorp, Mass. — Men’s and 
boy’s shoes manufactured in this city by 
A. Freedman & Sons, Inc., at 94 Sawyer 
St., received a fine bit of publicity re- 
cently when the Morris Plan Co. fea- 
tured them in one of their main win- 
dows, in keeping. with a policy of fea- 
turing New Bedford business concerns. 

The Freedman company is one of this 
city’s newest industries, since it came 
here from Brockton slightly more than 
a year ago. Freedman shoes are manu- 
factured by a’staff*of about 100 per- 
sons. The display featured finished 
shoes as well as different kinds of 
leathers, fabrics and various steps in 
the process of manufacture. 





Clearance Sales Start in Chicago 


CuIcaGo—The mid-season clearance 
sales in Chicago have started off with 
I. Miller announcing a two-week sale 
of street, dress and evening shoes with 
price ranges of $6.90, $8.90 and $9.90. 
Departing from the usual custom, the 
number of shoes placed in the sale were 
announced as 2595 pair in seasonable 
colors and materials, but not including 
every size in every color and material. 
The materials included in the sale were 
suede, cloth, calfskin, kidskin, bucko 
and evening materials. The colors in- 


‘ 


TODAY'S 
. JUVENILE 
CUSTOMERS 


were yesterday's babies. Thou- 
sands of them wore Ideal Baby 
Shoes—know the name—re- 
spect the quality—prefer the 
brand. 


You can make the first sale— 
the repeat sales—in this mar- 
ket, if you carry Ideal Flexible 
Hard Soles—the intermediate 
shoe between cushion soles and 
full-fledged juvenile shoes. 


Write for the details of this 
business building opportunity. 


MRS. DAY‘S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft 
Sole—Iintermediate and 


FLEXIBLE HARD SOLES 


which will bring more children into 
your store for their first pair of full- 
, fledged juvenile shoes. 











cluded black, brown, vintage, green, 
blue and gray. 





Plans for Good Christmas 


Business 


BrockTon, Mass. — A very good 
Christmas gift business is being plan- 
ned at the Model Shoe Store by Philip 
Glickman, who reports that the city is 
to spend $1,600 on decorations for its 
streets and buildings which is being 
done to induce people to visit this city 
for Christmas shopping. This is the 
city’s first attempt at helping its mer- 
chants promote increased holiday sales. 

Mr. Glickman plans to tie in with 
banner window displays and with news- 
paper advertising. The bulk of his 
sales, he reports, will probably be made 
in hosiery, slippers and children’s shoes, 
— made up most of his 1985 holiday 
sales. 





In Correction 


Through an error, it was stated in 
the story accompanying the photograph 
of the interior of the new Physical 
Culture Shoe Store in Brooklyn, N. Y., 
on page 42 in the December 5 issue of 
the Boot AND SHOE RECORDER, that the 
store was owned by Myron Holland and 
Louis David. This new store is actually 
owned by Harry King of 1226 King’s 
Highway, Brooklyn, 


























J. Foley Joins Sbicca 


Boston, Mass.— 
“Joe” Foley, who 
has been connected 
with the selling of 
ladies’ shoes in 
practically every 
territory of the 
United States, says 
he now has the best 
thing on the mar- 
ket and is repre- 
senting Sbicca, Inc., 
manufacturers of 
Quality Shbicca 
Method Footwear for women, of which 
Frank Sbicca is president and general 
manager. 

Mr. Foley was showing his line at the 
recent Boston Show and from there 
jumped to New York from where he 
will make a trip through the principal 
cities of the country. 

“Joe” is most optimistic with his new 
line and feels he has just what the 
trade wants and what the ladies are 
looking for. 


Bennett Style Chairman of 
Michigan Shoe Fair 


Detroit, MicH.—J. K. Bennett, rep- 
resentative of the Bond Shoe Company, 
has been appointed chairman of the 
style show which is to be a part of the 
Michigan Annual Shoe Fair. 

“The evening shoe business,” accord- 
ing to Mr. Bennett, “is greater now 
than it has been during the past few 
seasons. The large demand for this 
type shoe is undoubtedly due to the 
many holiday parties planned for the 
month of December. Open-toe styles in 
silver and dyeable white satin are our 
best sellers in the party-shoe line, with 
black satin and gold also finding a big 
place on the market,” continued Mr. 
Bennett. 

“Grey is the predominating shade in 

the new Spring shoes for women. 
. “Black gabardine is the most desired 
material in street shoes now that the 
galosh season is here, because gabardine 
stands up better than suede when worn 
under boots.” 

Mr. Bennett has purchased several 
new furnishings for his display-room 
office on the sixth floor of the Griswold 
Building, here. 





Joseph Foley 








Purchases Enlarged Space 


Brockton, Mass.—The Lang Slipper 
Co., 271 Warren Ave., manufacturers 
of natural wool-lined comfort slippers 
and welted wool-lined aviation boots, 
has bought the E. M. Low factory at 
367 Main St., where they will move 
about the first of the year. 

The factory will give them about 
three times their former space, en- 
largement made necessary by the 
growth of the business. Before moving, 
extensive alterations and new machinery 
will be installed. 

The company is operated by Joseph 
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THE SHOES YOU'LL 
WANT FOR YOUR OWN 
FEET IF YOU ARE A 


Heel Pad Inner Lon- 
absorbs some of 
the shock for 
those who pound 
hard pavements time gen “ 
day. ports Whe arek. o foot. 





Lang and Henry Yudovitz. 


1936 







































Long hours on the floor and at 
the fitting stool make it necessary 
for you, too, to guard against 
foot-fatigue. With the soft-velvety, 
yet energy-building comfort of 
the 3-Way Cushion Support in 
City Club Velvet Step shoes, you 
can maintain a high degree of 
selling efficiency. These shoes 
carry special fitting features; 
built over full-tréad lasts with 
broader heel space and a snug- 
fitting top line. Try a pair and 
you'll find they are a fitting stool 
pushover. 


Specifications: A last for 
every foot classification. Welt con- 
struction . .. Fine selected upper 
stock . . . Soles of fine cowhide 
bends .. . Invisible nailed rubber 
heels ... Widths AAA to G, sizes 
5 to 14. Full line IN STOCK... 
Most styles priced at $3.50 to retail 
at $6.00. Terms... 60 days net. 


Peles 


Branch of International Shoe Co. 





ST. LOUIS, MO. 


Metatarsal 


serves asa 

locks support for the 

the heel in place 

‘and at the same _—relieving pres- 

sure on the ball. 
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Seamless 1-Pe. 
Baek: Premold 
seamless back fea- 
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Men's Shoes 


“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS 


«5 U.S.A. 








Men's Slippers 








HOUSE 
SLIPPERS @& 


a ee ee 

STOCK Counters. © All Colors — $1.85 fbr 301 

Geo. F. Carleton & Co., Inc. 
HAVERHILL, MASS. 














New Use for Old Shoes 


Syracuse, N. Y. — A new use has 
been discovered for old shoes by mem- 
bers of the leather-working class of 
the Syracuse Boys’ Club, of Syracuse, 
N. Y. Serviceable new belts and other 
useful leather articles are being made 
by the boys from the leather they cut 
from the old shoes. Once they have 
demonstrated their ability, the boys are 
then permitted to work with the better 
grades of leather, donated for the use 
of this class by a well known Syracuse 
leather firm. Among the other articles 
being made by the members of the class 
from old shoe leather, are billfolds, sus- 
penders and purses on which initials 
have been tooled, and similar articles. 





Celebrates 21st Anniversary 


SEATTLE, WASH.—The Family Shoe 
Market, which recently underwent con- 
siderable expansion through creation of 
an enlarged new store on First Avenue, 
is now celebrating its 2ist birthday 
anniversary with spectacular sales pro- 
motion. This store claims it is “the 
only store of its kind in town,” with 
no show windows, the goods speaking 
for themselves in the open air, in wide- 
open doorways that are filled with up- 
tilted tables filled with shoes at various 
price levels. The large shoe store, close 
to the public market place, contacting 
thousands of shopping housewives daily, 
does a strictly cash business, with no 
credit extended, and no deliveries made. 


a 
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Obituaries 


George C. Thomas 


Boston, Mass.—George C. Thomas, 
54, general superintendent of the Bever- 
ly plant of the United Shoe Machinery 
Corporation, and assistant vice-presi- 
dent of that corporation, died December 
2 at the Phillips House in Boston after 
a brief illness. 





GEORGE C. THOMAS 


Mr. Thomas leaves his widow, Mrs. 
Marie H. Thomas; his mother, Mrs. C. 
W. Thomas of Bridgeport, Conn.; a 
daughter, Mrs. Laura T. Darling, and a 
son, Carlisle Thomas. 

The family home is at 15 Outlook 
Road, Swampscott. Mr. Thomas. had 
been a resident of Swampscott for a 
number of years and took an active in- 
terest in community and civic affairs. 
He was a member of the School Com- 
mittee and took great pride in the 
school building program. 

He was born in St. Johnsbury, Ver- 
mont, where he received his early educa- 
tion. He was graduated from the 


Massachusetts Institute of Technology ° 


with the class of 1905. After leaving 
college he became associated with the 
Singer Manufacturing Company of 
Bridgeport, Conn., where he advanced 
rapidly. 

During the World War he was sent 
to Russia where he was superintendent 
of the plant of the Singer Manufac- 
turing Company, in operation there. 
With the outbreak of the Russian rev- 
olution he returned to the United 
States and became associated with the 
United Shoe Machinery Corporation. 

In 1925 he became general superin- 
tendent of the plant. He was later made 
assistant vice-president. 

Funeral services were held at the 
Church of the Holy Name in Swamp- 
scott, Saturday afternoon at 2.30. 


BPP 


WHEN 
RISING COSTS 
MAKE YOU RAISE 
YOUR PRICES 


how will you add sufficient 
value to justify the jump to 
the next higher retail price 
range? 

Retailers have found that the 
ready appreciation of Van 
Tan's extraordinary comfort 
and longer life nullifies the 
wearer's resistance to higher 
prices. Yet, Van Tan Innersoles 
cost but a few cents more than 
innersoles of ordinary leather. 
We suggest this easy solution 
for the problem of getting 
higher prices. 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 


VANIAN 


the perfect leather innersole 











Charles Oldani 


Detroit, MicH.—Charles Oldani, 76, 
died at his home after an illness of six 
months. Burial services were held 
November 26. 

Mr. Oldani for many years owned 
and operated a shoe store at 35 Monroe 
Avenue, the present site of Crowley- 
Milner Co. department store. 

He is survived by his widow, a son 
and a daughter. Burial was in Mt. 
Olivet Cemetery. 


Louis Weitschat 


Detroit, MicH.—Louis Weitschat, 82 
years old, died November 26, at his 
home in Detroit, after a long illness. 
Mr. Weitschat was the founder of one 
of the first shoe making establishments 
in Detroit, specializing in the making 
of shoes for cripples. 

He is survived by five sons and four 
daughters. Burial was in Forest Lawn 
Cemetery. 


William H. Heyder 


Newark, N. J.—William H. Heyder, 
83, a pioneer resident of Cranberry 
Lake, died recently at the home of his 
daughter in Rutherford. Mr. Heyder 
observed his birthday November 3. He 
was engaged in the retail shoe business 
over forty years in Newton, N. J. 
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New Riding Boot on Market 


MACY'S 


34th STREET ig BROADWAY 








a 
AT CHICAGO... 


YOU WILL OBSERVE 
MANY SHOES WITH 
STA-TITE HEELS — THE 
HEEL OF EXCEPTION- 
ALLY LONG WEAR— 
PERMANENTLY TIGHT FIT 
—THE HEEL THAT 
MAKES SATISFIED 
REPEAT CUS- 
TOMERS. 








Macy’s is first to present 


a RIDING BOOT 


FOR WOMEN. 


in three diflerent leg sizes! 











New York—R. H. Macy & Company fea- 
tured something new in riding boots in. their 
advertising recently. The feature of these new 
boots is the three different leg sizes which 
eliminates the need and cost of alterations. As 
the above ad shows, the boots are classed as 
slim, regular and wide, depending on the 
size at the calf. Heretofore leg sizes in riding 
boots depended on the foot size and. generally, 
alterations were necessary to get a perfect 
all-round fit 


Harkreader Joins Boyd-Welsh 
Sales Force 


St. Louis, Mo.— Boyd-Welsh Shoe 
Company, here, makers of Peacock 
shoes, have appointed C. T. Harkreader 
as their Southwestern representative 
covering the states of Oklahoma, Texas, 
New Mexico, Louisiana and Arkansas. 
Mr. Harkreader heretofore has been 
carrying Peacock shoes in the North- 
west. He is well known to the shoe 
trade, both as a traveling representative 
and as a shoe retailer, having carried 
Peacock shoes for several years in 
stores and leased departments while oe 
operating the Harkreader Shoe Co. 


with headquarters at Chicago. \ XT = 
ANC QO 
Stapleton Opens Own Store J 


CINCINNATI, OHIO. — Tom Stapleton, 


formerly connected in an executive ca- | # 
pacity with the Potter Shoe Company | § 
of this city, has opened a Sample Shoe 
Store at 901 Main Street. 

Mr. Stapleton spent 15 years with 


Potters before going in for himself. He 
is very well satisfied with the results 77 
he has so far obtained and is looking |..§ L477) LD 77 // 
forward to an increasing business. Mr. | ' vi Vl, (EF (Q 
Stapleton was also with L. E. Pizitz 

in Birmingham, Alabama, for 18 years. 





Into the firm metal screen, 
nailheads set firmly. Pressure 
is exerted evenly to the edgo, 
making a permanent bond of 
heel to base—preventing gap- 
ing and working loose. Manu- 
factured under U. 8. Pat. No. 
1,998,988. 
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Bowling Shoes 








PROFESSIONAL 
BOWLING SHOES 
PRICE 


Men's Women’s 
$2.50 










Ski Boots 





R. J. Sawyer, Inc., 2 Main S$t., Freeport, Me. 











New Leather Company 


JOHNSTOWN, N. Y. — The Quality 
Leather Co., 18 W. Green Street, is the 
name of a new concern that has just 
started business in this city, it is an- 
nounced by Albert A. Olson, of Glovers- 
ville, N. Y., head of the company. For- 
merly, Mr. Olson was identified for 
some years with the leather business in 
Boston. The new company will handle 
high grade leather in that section of 
the New York territory. The building 
in which the new company is located 
formerly was occupied by the Rowles 
glove factory. 





New Glendale Shoe Store 


GLENDALE, CaLir. — H. Greenburg, 
who has been in the shoe business for 
the last nine years in Los Angeles, has 
opened a new and attractive shoe store 
here. The store is called Breene’s Shoe 
Store and carries as specialties, wo- 
men’s popular-priced shoes. 








L. Hartman and Wife Go Abroad 


New York—Louis Hartman, trea- 
surer of Hannahson’s Shoe Company 
of Haverhill, Mass., and his wife sailed 
Wednesday, December 2, on the Queen 





LOUIS HARTMAN 


Mary for England and France. Mr. 
Hartman plans to introduce Hannah- 
son’s line in England and also to get 
first-hand information on coronation 
styles and colors which can be incorpo- 
rated into the new Hannahson line. 
Mr. Hartman plans to return on the 
Berengaria in time for the National 
Shoe Fair in Chicago the first of the 
coming year. 


Cogswell With Liberty 
Shoe Company 





Boston, Mass.— 
Clarence N. Cogs- 
well, one of the 
best - known shoe- 
men who ever call- 
ed on the trade, is 
now representing 
the Liberty Shoe 
Company, Lynn, 
Mass., makers of 
ladies’ style shoes. 
These shoes retail 
are made on the 
Del- Mac Stitch 
process. 

“Coggy” as he is popularly known, is 
now calling on the trade in the larger 
cities throughout the country. 


Clarence N. Cogswell 





Krentler Employees 
Receive Bonus 


MILWAUKEE, WIs.— Krentler Bros. 
Co., manufacturers of shoe lasts, has 
granted its employees one week’s pay as 
a bonus for this year, according to an 
announcement by E. J. Trihey, official 
of the plant here. In the future, em- 
ployees will also receive one week’s 


vacation with pay, starting next year. 


Business for the company is reported 
running ahead of last year. 
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J. Minco to Go With 
Franklin Simon 


New York—Joseph R. Minco, for the 
past four years women’s shoe buyer 
at Lord & Taylor’s, has resigned this 
position and will go to Franklin Simon 
& Company where he takes Louis 
Sacher’s place as buyer of women’s 
shoes. Besides the buying of women’s 
shoes, Mr. Minco will merchandise all 
other lines of shoes in this store. 

Prior to his joining Lord & Taylor’s, 
Mr. Minco was with the May Company 
in Cleveland, Ohio, for six years as 
buyer of women’s and children’s shoes 
and previous to this position, he was 
with the Pocock, Wolfran Company, 
a family shoe store also in Cleveland, 
for six years. 

Mr. Minco is well pleased with his 
new position, the duties of which he 
will take over about the first of the 
year. He has made plans for a com- 
plete reorganization of the shoe de- 
partments in the Franklin Simon store 
included in which are plans for the 
removal of the main women’s shoe de- 
partment to the third floor and the 
organization of a “Debster Shop” where 
the medium-priced shoes will be sold. 

Walter Hall, men’s shoe buyer at 
Lord & Taylor’s, will take over the 
position left vacant by Mr. Minco. 





Weyenberg Acquires New Plant 


MILWAUKEE, WIs.— Leasing of the 
Bear Brand Hosiery plant at Beaver 
Dam, Wis., by the Weyenberg Shoe 
Mfg. Co., has been approved by the 
common council of that city. The lease 
runs for ten years with an option on 
renewal for ten years at the expiration 
of each of the first two ten-year periods. 

The Weyenberg Company has oper- 
ated a plant in Beaver Dam for the 
past 21 years and the new plant will 
manufacture the same type of shoes 
with both plants expected to turn out 
approximately 6000 pairs of men’s 
dress shoes daily. 

In addition to the Beaver Dam plants, 
the company will continue operation of 
its plants in Milwaukee, Portage, Hart- 
ford and Ludington, Mich. 





Buys Brownbuilt Shoe Store 


VENTURA, CALIF. — After serving 
Heard & Painter of Taft, Calif., as shoe 
buyer for the past 12 years, K. C. Bush- 
nell has purchased Ried’s Brownbuilt 
Shoe Store in this city. Mr. Ried has 
retired from the shoe business and is 
now in the real estate business. The 
shoe store is now called “Ken’s Brown- 
built Shoe Store.” 


Hofheimer's to Give Bonus 


NorFoLtk, VA. — Hofheimer’s, Inc., 
local shoe concern, will give Christmas 
bonus checks to 242 employees, it was 
announced by D. S. Hirschler, president 
of the firm. This concern, headquar- 
ters of which are in Norfolk, has eight 
retail stores in Virginia and North 
Carolina. 
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The Celastic Box Toe — where the 

mand of the stylist becomes the 
satisfaction of the wearer. Celas- 
tic accurately reproduces the lines 
of the last and insures toe com- 
fort through the elimination of 
wrinkled linings. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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The Shoe Retailer's 
Accounting Manual 
[CONTINUED FROM PAGE 30] 


merchant’s operating statement so far 
out of line that it is useless for pur- 
poses of comparison. Some proprietors 
draw from time to time whatever they 
need for personal expenses, then at the 
end of the year enter the total with- 
drawals as the proprietor’s salary in 
the statement. 

This method is faulty also, for it 
causes the profit of the shoe business 
to vary according to the incidents or 
accidents in the proprietor’s home life. 
A siege of sickness at home would 
cause the shoe business to show an 
operating loss. This is plainly wrong. 

The only correct way is for every 
shoe retailer to set a reasonable salary 
for himself, crediting his personal ac- 
count with this uniform amount each 
week or month, and charging this ac- 
count with his withdrawals of either 
cash or merchandise. 

If during the year he draws less than 
his appointed salary, the difference will 
be entered as “salary owed to proprie- 
tor” in the liabilities. If he overdraws, 
the excess will be entered in the assets 
as “overdrawn salary owned by pro- 
prietor.” 

In general, the amount of his salary 
should be what he would have to pay 
another man to manage his business. 
There can be no rule as to how much 
this should be. In many stores it will 
be found that it amounts approximate- 
ly to a salesman’s salary plus two per 
cent of the total sales. 

The main point to remember is that 
the proprietor’s salary is quite a dif- 
ferent thing from the store’s profit. 
His salary is the pay for the work he 
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does. It is the earnings of the pro- 
prietor. Profit is the earnings of the 
business 


Furthermore, if a store’s set-up is 
such that a worthwhile part of the 
employees’ or proprietor’s time is spent 
on the repair shop, then a reasonable 
proportion of their salaries should be 
charged against the shop in computing 
the figure for Line 14._ . 

When a shoe store rents its location 
under an ordinary lease, the amount to 
be entered as rent on Line 32 is self- 
evident. But when the shoe merchant 
owns his building he is tempted to 
allow his venture into real estate to 
mix figures with his venture into the 
business of selling shoes, making all 
his figures confusing and unreliable. 

To know what his shoe business is 
doing it is absolutely necessary for him 
to charge the shoe business with a rea- 
sonable and fixed rent for the building, 
this amount being entered on Line 32. 
Then he must set up an account for 
the building, not a part of his shoe 
business records at all. 

Here he will credit the account regu- 
larly with the specified rent. He will 
charge here all expenses of every na- 
ture that belong strictly to the build- 
ing. This “building account” will then 
show a profit or loss which will be in- 
cluded as other income on Line 15. 

Advertising expense, Line 33, in- 
cludes space in recognized advertising 
mediums as well as circulars, package 
inserts, signs, posters, ‘premiums and 
advertising novelties. All expense for 
window display is charged to adver- 
tising. 

Donations and other good-will activi- 
ties are not charged to advertising, nor 
are ads placed in programs, nor out- 
side store signs. Care should be taken 
not to charge advertising with activi- 
ties which belong under the head of 
sales promotion. ‘Only the advertising 
of the promotion should be charged to 
advertising. . 

Interest, Line 34, is meant to include 
cnly the interest actually paid on bor- 
rowed money. Most department stores 
make a bookkeeping charge in the ex- 
penses for interest on owned capital, 
then credit that amount back under 
other income. But that procedure is 
not generally followed in retail shoe 
stores. 

Taxes, Line 35, include only the 
taxes upon the shoe business itself, not 
those upon any real estate. The same 
comment applies to insurance and to 
heat, light and water. Window lights 
are charged to advertising along with 
other window expense. If power is used 
only in the shop, it is charged to re- 
pairing, Line 14. 

Unless a fixture depreciation, Line 
38, is charged off every year (and a 
reserve set up) the proprietor will some 
day discover that he has been “giving 
out” the fixtures every year, but call- 
ing them profits. This fixture deprecia- 
tion is just as real an expense as any 
other cost of doing business. If it is 
ignored, the profit is inflated and un- 
real to just the amount which should 
have been charged off. The amount 





Shoe Trees 





fs 
GHU*eTREES 


LOOK BETTER ¢ FEEL BETTER 





and WEAR BETTER 


These trees slip in or out of the 
shoes in a jiffy. Shoes can be hung 
in the closet off the floor; also 
cleaned without soiling hands or 
stockings. 


EVERETT & BARRON CO. 
Providence, R. I., Toronto, Can. 
ee 








charged off on Line 38 must each year 
be added into the accumulated depre- 
ciation on Line 21. 

The same principle applies to bad 
debts, Line 39. When “invoicing” the 
accounts receivable for Line 19, the 
accounts considered bad are not listed 
as assets. Their total must be charged 
on Line 39 as an expense, or the ac- 
counts will never balance. 

On this sheet all other expenses are 
lumped together on Line 40. But on 
the shoe retailer’s books this item 
should be broken down into many sepa- 
rate accounts, the number depending 
on the size of the store. Ordinary re- 
pairs on the fixtures are included here. 
They are not a part of the fixture 
account. Freight and express is not 
an expense. It is part of the cost of 
the goods. See Line 5. 

Total expense, Line 41, is the sum 
of Lines 31 to 40, including the pro- 
prietor’s salary. This total goes on 
Line 12. 

A final word. Keep everything out 
of the operating statement which does 
not apply directly and exclusively to 
the business of selling shoes. 





Shedlow Appointed 


Filene Manager 


Worcester, Mass.—Samuel Shedlow 
has been made manager of the shoe de- 
partment of Filene’s, local women’s 
specialty shop, where he succeeds Ben- 
jamin Young. Mr. Shedlow came here 
from the Boston store of Filene’s on 
November 1 when the change became 
effective. 

Mr. Young has joined the Shaer Shoe 
& Rubber Co., 122 Green St., this city, 
a new business to wholesale and retail 
footwear. Mr. Young had been man- 
ager at Filene’s for nearly two years, 
since the resignation of Boart Shean- 
Jr., who was manager previously. 
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The Saturday Shoe Clerk 


[CONTINUED FROM PAGE 21] 


The fourth store management to be 
interviewed by your reporter admitted- 
ly gets the cream of the Saturday ex~- 
tras in the large city in which they are 
located. They use a great many extra 
men, too, for they believe in having 
enough men to properly service their 
trade, especially when the trade is in a 
buying mood. Few stores in the coun- 
try are more exacting in their fitting 
service, as the old, old policy of “Fit 
them right or not at all” is in operation. 

It is a natural question to ask, “Just 
how does this store get the very best 
of the extra men, and what does it do 
that the other stores do not do?” The 
answer is most simple. It just treats 
the extras like the other men and 
women are treated, makes allowances 
for the frailities of humanity and— 
gets the very best out of their men. 

So from the management of a great 
family shoe store which has no Satur- 
day extra problem we learn: “Misfits 
through extra men are very small, in 
fact they are less than the regular 
salesmen on commission. Here we are 
very careful who we put on. The next 
step is to pay them fair wages and not 
to dog them all the time. Extra men 
are treated just as well as our regular 
people, and that means just as well as 
we know how. Our regular men are 
not allowed to do anything to make 
life miserable for the extras, even if 
they would, which is very unlikely. 

“Believe it or not, crowding extras, 
giving them too many odd jobs to do, 
making slavies of them and giving 
them irregular employment at poor 
wages are the main causes for poor 
fitting service by these men. 

“Careful selection of the extras and 
keeping the same men on the pay roll 
for a long period will produce a crew 
that is as loyal and as efficient as the 
regular men. We use quite a large 
number of extras and have a sliding 
wage rate. Those who come in at nine 
get five dollars, while those who do not 
get to work until noon receive four 
dollars. If a man works say four days 
a week, we pay him at the rate of 
four fifty a day. Some men like this 
arrangement of working for us on 
Saturdays, Mondays, Wednesdays and 
Thursdays as they have some other 
work which keeps them busy on the odd 
days. 

“Men who have had a reasonable ex- 
perience selling shoes get the first call 
in our store. These men are by no 
means hard to get, that is, we have 
found this to be the case. As there 
are some large colleges in our town, 
college men who have had training 
selling shoes back home welcome the 
chance to work with us. Traveling men 
who sell shoes, hats and shirts on the 
road and who live in this city, bank 
clerks, junior accountants and young 
ambitious office men form the main 
part of our extra sales organization. 





Men of this type are all high grade 
men who like their work and are easily 
trained in our methods. 

“A sincere endeavor is made to make 
these extra men feel at home by the 
entire organization. If a man is a 
good man and has an off day with only 
six pairs of shoes on his book, we try 
to encourage him. Invariably this man 
will come back next week and turn in 
a twenty-five pair book.” 

Summed up it sifts down to this 
proposition. Extra clerks are a liabil- 
ity. Extra salesmen are an _ asset. 
Therefore the burden of responsibility 
rests squarely on the store manage- 
ment as to which type of extra assis- 
tants they will employ. 

A store can have first class, efficient 
extras or slipshod trouble makers; it 
all depends on the management’s abil- 
ity to select and satisfy the right kind 
of people. 





Valiant Was the Name 


[CONTINUED FROM PAGE 19] 


were followed by two trips with bed- 
room slippers, one being a stunning 
Chinese model in cerise. The other was 
a fluffy white. 

“Now what is the sum on your 
paper,” asked the little old lady at last. 
“And how would I get my shoes all 
home?” 

The salesman flinched, but he added 
up the check. 

“Ninety-six dollars and forty-eight 
cents,” he said hopelessly. 

At this moment two strange men 
came down the aisle with the man who 
had been on the door. One of these 
men wore an old, wrinkled hat. The 
other carried a large camera, uncased. 

“Is this the lady?” asked the man 
who had been on the door. “She’s been 
here some time. But we had no idea— 
we surely—” 

The man with the wrinkled hat took 
a short pencil out of his pocket and 
leaned down to the little old lady. 

“Is it true you collected the $250,000 
Irish Sweep Stakes this morning?” he 
demanded. “What is your name? 
Where do you live? Did you really 
buy $3,000 worth of dresses before ten 
o’clock? What bank handles your 
money?” 

The little old lady looked toward her 
friend, the salesman, for help. 

“I don’t hear so well,” she said 
apologetically. “And besides I was 
thinking about stockings. I must go to 
a store tomorrow where stockings are 
for sale.” 

Then, as she handed the salesman 
the hundred dollar bill, a brilliant flash 
of light blinded the eyes of the people 
who were crowding the aisles. 


MORAL: You never can fell. 
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DATES TO REMEMBER 


National Shoe Travelers’ Association, Inc., 
Twenty-Sixth Annual Convention, Hotel 
Morrison, Chicago, Ill.....Jan. 2, 3, 4, 1937 

National Shoe Fair, Palmer House, Chi- 
COMME Wis hc cesccaees Jan. 4, 5, 6, 7, 1937 


National Shoe Retailers’ Association Con- 

vention, Palmer House, Chicago, Ill., 
Jan. 4, 5, 6, 7, 1937 

National Boot and Shoe Manufacturers’ 

Association Convention, Palmer House, 
Chicago, Ill. ......... Jan. 4, 5, 6, 7, 1937 

Michigan Retail Shoe Dealers Association, 

Annual Shoe Fair, Hotel Statler, Detroit, 
MEER 6k ecceceens Jan. 10, 11, 12, 1937 


Northwestern Shoe Retailers Regional 
Association Annual Convention, Hotel 
Martin, Sioux City, lowa, 

Jan. 17, 18, 19, 1937 

Texas Shoe Retailers Association Annual 
Convention, Hotel Adolphus, Dallas, 
FORccccvcscroukes Jan. 25, 26, 27, 1937 

Middle Atlantic Shoe Retailers’ Associa- 
tion 23rd Annual Convention, Benjamin 
Franklin Hotel, Philadelphia, Pa., 

Feb. 7, 8, 9, 10, 1937 

Indiana Shoe Travelers Association Four- 
teenth Annual Indiana Shoe Buyers 
Week, Claypool Hotel, Indianapolis, 
WY de cuaeeauccsawnats Feb. 7, 8, 9, 1937 

Pennsylvania Shoe Travelers Association An- 
nual Tri-State Shoe Mart, William Penn 
Hotel, Pittsburgh, Pa.. .July 18, 19, 20, 1937 





Joe Warrender Convalescing 


INDIANAPOLIS, IND.—Joe Warrender, 
retired shoe salesman, although active 
in the affairs of the Indiana Shoe 
Travelers’ Association, is confined at 
St. Vincent’s Hospital here. While his 
condition is not serious, he requires care 
and medical attention. An operation 
November 27, has been pronounced 
satisfactory and successful to date. His 
condition is reported good. 

During his active life, he traveled for 
Thompson Brothers Shoe Company and 
the Dalton Shoe Company. Having 
traveled for many years he is well 
known throughout the central west 


Shoe Fair Opens Jan. 4 


[CONTINUED FROM PAGE 24] 





Merchants will see startling evidence 
of stores rejuvenated. The “before and 
after” series of photographs will give 
them many new ideas in developing 
their own modernization plan. 

The shoe merchant who is tied to 
his location, through ownership or 
long-term lease, is particularly handi- 
capped by the shifting of the business 
district affecting buying habits. New 
stores—modern fronts and interiors— 
are “magnets” of buying impulses and 
appeals to shoppers who prefer the 
attractiveness of smart stores. 

At the National Shoe Fair the mer- 
chant will have the opportunity of 
protecting himself against store decay 
and obsolescence. The Federal Housing 
Administration will be prepared to 
discuss the merchant’s problems af- 
fecting modernization. 
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SALESMAN WANTED 


SALESMEN WANTED 








Salesmen—open territories in Michigan, Wis- 
consin, Minnesota, Iowa, North & South 
Dakota, Nebraska for leading prewelt Manu- 
facturers of Children’s shoes. Dependable 
men with following have chance for perma- 
nent connections with future. If employed 
now, will hold all information confidential. 
Drawing and commissions. Give history and 
connections. = address F-162, care 
BOOT & SHOE RECORDER 
209 South State St., Chicago, Ii. 





MANUFACTURER making and _ stocking 
Ladies’ Novelty Sandals to retail for $1.00. 
Wants live wire Salesmen to sell department 
stores and well rated retail accounts on straight 
attractive commission basis. Reference required. 
Address F-149, care Boot & Shoe Recorder, 
140 Federal St., Boston, Mass. 


SHIRLEY TEMPLE WANTS MEN to sell 
her boudoir and play slippers. We are re- 
vising our territories and are interested in 
men who want to make real money. This is 
an opportunity for men who are promotion- 
ded and see the possibilities of a nationally 








WANTED 


Salesman with established trade in Western 
Pennsylvania territory by large manufacturer 
of men’s, boys’, youths’, growing girls’, 
Misses’ and children’s in-stock shoes, Draw- 
ing account to apply against liberal commis- 
sion. Side lines not permitted. 

Address F148, Boot and Shoe Recorder, 





140 Federal St., Boston, Mass. 








F, XPERIENCED salesman for women’s novel- 
ties and arch support in stock shoes for 
Southeastern Ohio, Eastern Indiana and North- 
eastern Kentucky. Address F-143, care Boot 
& Shoe Recorder, 239 West 39th Street, New 


York, 





REPRESENTATIVES. Wanted: Complete fast 
selling line of genuine leather Arch Sup- 
ports. New Corrective feature in Arch s a 
that is going big. Sold only to Shoe Stores 
Easy to carry and present. iberal Commis- 
sions. Old established firm. Give references. 
Box 33, Franklin, Ohio. 





SALESMEN WANTED for Michigan and In- 
diana to carry rubber and canvas footwear 
as sideline. Commission basis. Low priced line 
sells easily. Address F-130, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
Bi. ¥ 





SOME re-arrangement of territories enables us 
now to consider applications for salesmen. 





If you are interested in a per tion 
and an opportunity to make money with a fast- 
growing, live house, selling $1.49 to $1.98 re- 
tailers, write to Boston Novelty Shoe Corpora- 
tion, 179 Essex Street, Boston, Mass., givi 
age, road-selling experience, and volume 

sales; or, see our Mr. Stanley Morton at Room 
1258 Palmer House, Chicago, during the Chicago 
Shoe Show in January. 





GALESMEN WANTED who are interested in 
live side line of intermediate creeping 
ant first walking shoes, sizes 1-5. Conserva- 
tive styles only, and line short. If you have 
a following among the retail buyers of juvenile 
footwear, here a your opportunity. ag 
Rites” are repeate 10% commission. C. 
HAWKES & SON. “Inc., ROCHESTER, N. ¥ 


Saas? OF HIGH GRADE MERCHAN- 

: you have a main line that takes 
you into the better stores, our quality infants’ 
shoe should appeal. —_ line, patented proc- 
ess, and recommended doctors everywhere. 


a CLAPP SHOE *C0., ROCHESTER, 

















known item. Good territories open. State in 
first letter experience, type of trade sold, refer- 
ence from people you sell. Commission basis. 
Address F-151, care Boot & Shoe ale 239 
West 39th Street, New York, N. 


SALESMEN WANTED: Fast growing stitch- 
down manufacturer need few additional sales- 
Address F-152, care 
1627 Locust Street, 





men. Give References. 
Boot & Shoe Recorder, 
St. Louis, Mo. 


ALESMAN, experienced only. To cover ter- 

ritories of Eastern Pennsylvania and New 
York State, South Carolina, Tennessee and 
Georgia. To carry popular priced complete line 
of women’s Novelties, Men’s Shoes and Rubber 
Footwear, case lot proposition only. Excellent 
opportunity to make real money. Straight com- 
mission basis only. In applying give references, 
age and previ Recorder Address F-153, 
care Boot a. - iiaae 239 West 39th 
Street, New a 








Two out of every three men and women need 

and will buy this new patent automatic 
foot massager and arch builder. Worn right 
in shoe. Makes use of ordinary arch supports 
unnecessary. Nothing like it on market. Big 
repeater. Sample may be carried in pocket. 
Retails $2.00; dealer’s discount 50%; sales- 
man’s commission 25% on both new and repeat 
business. A few choice territories still open. 
State qualifications and territory regularly cov- 
ered. E. H. Scott, Gen. Mgr., 31 W. Market 
St., Akron, Ohio. 


WANTED a well known and well liked line of 
shoes, men’s or women’s for the state of 
Kentucky or Ky. and Tenn. by a man that has 
gumption and experience enough and knows 
the shoe business well enough _ sell shoes right. 
In my 20 years down here I have shipped a 
six Suess annual average, which may not 
big Ss but it is good here. 

Mitchell, . O. Box 471, Toateellia. Ky. 





FoR Texas. Wanted, popular and low priced 
line of ladies’ or men’s shoes or both for 
volume users or jobbers. At present employed 
six years with same firm, but would like pg 
I know my State and have loyal following of 
prompt payers. seserensee _ Ad- 
dress F-154, care Boot & meee, 239 
West 39th "Street, New von 





FOR SALE 


LARGE family shoe store in town of 15,000 
population in central Massachusetts. Good 
clean stock of nationally known brands. Re- 
markable ceeey . for man with capital. 
Only those interested in buying this store as a 
going business need answer. Address F-145, 
care Boot & Shoe Recorder, 140 Federal St., 
Boston, Mass. 








MALL paying shoe store in Southern New 

York State City, ergy on request. 
Address F-155, care Boot Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





SHOE STORES (4) men and boys. Showed 
*“ substantial profits to owner 1935 and 1936. 
Low overhead, popular prices. Clean fast 
turning stock. Here’s a nucleus for someone 
or a group to develop a larger chain. Price 
$17,500.00. Net cash. No other proposition. 
Address F-156, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





EW YORK State Territory—Established 

distributor to the retail trade offers excel- 
lent opportunity to experienced salesmen. Busi- 
ness on territory well established and guarantee 
immediate income. Write giving full particu- 
lars. All correspondence confidential. Address 
F-165, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y, 


WHOLESALER desires experienced salesman 
acquainted with trade in Eastern Pennsyl- 
vania. Good territory. Drawing account against 
commissions. Give full particulars. Confiden- 
tial. Address F-164, ‘oot & Shoe Reeves, 
239 West 39th Street, New York, N 








LINE WANTED 


D2 you need representation in California? 
Shoe sales executive moving to California 
in January. Will cover territory thoroughly 
for alert ladies’, men’s or children’s manufac- 
turer. Will coe salesroom, if necessary at 
own arene. Age 36. Address F-161, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





POSITION WANTED 


WANTED, a Pacific Coast retail shoe posi- 
tion. For some time I have been looking to- 
ward securing a position with some good retail 
shoe house on the West Coast. Have had 
eighteen years’ experience as salesman, buyer 
and manager in some of the best stores in 
Nebraska, and know the retail shoe business in 
every branch. Correspondence solicited from 
the management of a store who can use the 
services of a real shoeman. Elbert F. Bowers, 
care Kaufmann & Wernert, Kearney, Nebr. 








YOUNG man with fifteen years’ retail shoe 
selling experience desiring work in the south 
for the first three months of the year. For 
contacting and recommendations, Address F-158, 
care Boot Ss Recorder, 209 South State 
St., Ginak Til. 





CRACKERJACK salesman, age 32. Capable 
manager. Can create live window trims and 
backgrounds. Now employed. Address F-159, 
care Boot & Shoe 1. a 239 West 39th 





Street, New York, 





The rate for “Position and 
mum charge, 75 


address should be counted. 





Lines Want 
cents. “Hor all other classified advertisements the rate is 7 cents per word. 


CLASSIFIED ADVERTISING RATES 


” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 


When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
(— Advertisements for this page must be in our New York office on Friday of the week preceding publication. “epg 


Minimum charge, $1.25. 
In all other cases each word of the 
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HELP WANTED 


HELP WANTED 


MERCHANTS’ NEEDS 











NEEDED AS ASSISTANT to present executive, young man who must understand and like 
figures and records, who can also work harmoniously with our large retail customers. Ex- 
perience in men’s clothing or shoe stores desirable. 
to get results are necessary. Salary adequate for young man—opportunity to progress 
according to ability. Gentiles reply in own handwriting giving record, experience, age and 
personal information, present employment and availability for interview. 
Address F150, Care BOOT & SHOE RECORDER, 239 West 39th Street, 
New York. N. Y. 


Good taste, energy and determination 











POSITION WANTED 


SHOE SALESMAN—orthopedic experience— 
Scholl’s, Musebeck, m, Air-O-Pedic ad- 
justments—German-American, age 36, single, 
prefer Greater New York. Address F-160, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


SOMEWHERE IN THE LAND is a shoe 
store that needs a good man. If the owner 
of that store is seeking an energetic, creative 
young man of thirty with a host of experience 
from buying to displaying write him now. Ad- 
dress F-163, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 











HELP WANTED 


B UYER; women’s and children’s shoes; better- 
type department store; city of 35,000, Chi- 
cago area; good opportunity to increase business. 
Address F-157, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








BUSINESS OPPORTUNITY 








Money in Foot Correction— 
BE A TECHNOPEDIST 


Our graduates are building successful practices in 
this new and dignified profession. Home Study 
Course, including working models and equipment, 
furnished at low cost. Easy terms. Write 

THE TECHNOPEDIC INSTITUTE 
665 Broad Street Newark, N. J. 

















Americus Goes to Los Angeles 


Los ANGELES, CALIF.—I. Americus is 
now the basement shoe buyer for The 
May Co. store. This is one of the im- 
portant basement jobs of the country 
as large space is devoted to basement 
shoe selling here. Mr. Americus came 
from the Schlitto department store in 
Cincinnati. Previously he was with La- 
Salle-Koch Co., Toledo, one of the R. H. 
Macy Co. group stores. No definite 
changes will be put in operation right 
away. 


Opens Clothing Section 


San DiEGO, CALIF. — Clothing stores 
have added shoe departments, but it re- 
mained for R. C. Dent, whose shoe store 
is at 2934 University Avenue, to add a 
men’s and boys’ clothing department. 
The new department is one of the best 


in the entire North Park area. Felix 
Dentremont is the manager of the cloth- 
ing section. 

At the opening there were flowers for 
the ladies, gifts for the children and 
an ample supply of refreshments for 
everybody. 

Dent’s shoe store is one of the best 
known business places in the eastern 
part of the city. The new clothing de- 


WANTED TO PURCHASE 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such a8 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Ete. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St., Cor. Church 

Phone Barclay 7-7887 New York City 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shees 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 

















partment occupies the room immediate- 
ly west of the shoe department, with a 
wide archway between the two. Beauti- 
ful new fixtures have been built in to 
accommodate the stock, with dressing 
rooms at the rear. New display win- 
dows have been installed and the most 
modern lighting fixtures placed through- 
out the store. 

This new clothing department is a 
real asset to the North Park district 
and one that will undoubtedly be ap- 
preciated by residents in general. 


Window Display Features 
Size Variety 


BIRMINGHAM, ALA.—A show window 
stressing the size and variety of stock 
recently made men’s shoe business for 
the Porter Clothing Company, here. The 
store boasted of carrying 96 sizes in 
one number ranging from AAA to D, 
and had a blackboard with a checkmark 
for each size and width in this range. A 
free pair of shoes was offered to any- 
one who could not be fitted in this range 
of sizes and widths. 

“We had scores of people to test us 
out on our proposition and we fitted 
and sold them all,” said Alfred H. Rup- 
pert, manager of the shoe department. 
“Our sales of out sizes were particular- 
ly good, customers being glad to find a 
place where they could find such sizes 
without special orders or other trouble.” 


THE ORIGINAL 


Shoe Shrinking Devices. 
DO NOT BE MISLED 
by patent warning notices. 
We own Patent No. 1990142 


These shrinking devices enable you to 
make all your customers not only satisfied 
but permanent by giving 
them added service in 
eliminating gaping and 
fullness from around the 
top of shoes, preventing 
slipping at the heel or 
gaping at the sides, and 
by removing wrinkles 
from quarters, vamps, 
and linings. These de- 
vices when used with 
our specially prepared 
fluids, which are scien- 
$ 50 tifically necessary 
Ny shrink fullness from ali 
leathers or fabrics with- 
Curved type iron §=oyt harm to either. 


Send your order or write for detail in- 
formation. 

Special combination offer $25.00 (fluids in- 
er in above prices) f.o.b. Indianapolis, 
ndiana. 


E. C. SMELTZER CO. 


121 E. 5Si1st Street, Indianapolis, Ind. 





Demand Still for Knee- 
Length Hose 


Des MOoINEs, IowA — Knee-hose in 
November is the news from Crandall’s 
Shoe Store, here. Undaunted by cold 
November winds, lady customers are 
still calling for knee-length hose, Mr. R. 
Hixon, manager, says. 

“After we considered the season on 
short hosiery closed,” he reports, “we 
kept getting so many calls for them 
that we have had to restock again and 
again.” 


Children's Sales Grading up 


INDIANAPOLIS, IND. — “Better mer- 
chandise, proper fitting and recently, a 
decided interest in orthopedic shoes for 
children are the important factors con- 
fronting the children’s footwear section 
at Marott’s,” says Virgil H. Gebauer, 
manager of the department. Patrons 
are returning to the better grades of 
shoes and willing to pay more for their 
merchandise. There is a tendency to 
high shoes, especially in the misses’ 
styles in sizes from 12% to 3. 

Ghillie’s in service types with shark 
tips are in very good demant at present. 
Boys are taking to high cut boots and 
there is a decided leaning to this style 
of boot for the younger school boy. One 
of the outstanding features today is 
that parents are inclined to buy an ex- 
tra pair of dress shoes for children. 
These, however, are not of the cheap 
type and it is becoming more popular 
every day for children to have an extra 
pair of shoes for special occasions, or 
evening wear at home. 








cee 


A A RS AE ak Digg 2a apap e e 


a es 


net 8. 


IS Se RE 


Page 48 


"Price Fixing” Legal 

WASHINGTON, D. C.—Fair trade 
laws prohibiting the sale of standard, 
trade-marked and labeled products at 
prices below those fixed by the pro- 
ducers, were held constitutional as 
State laws by the Supreme Court’s deci- 
sion, Dec. 7, on cases involving Cali- 
fornia and Illinois acts. The opinion 
is expected to have a far-reaching ef- 
fect on retail practice since 14 States 
have similar laws. This law may do 
much to decrease “loss leader” com- 
petition. 

The court drew a distinction be- 
tween the right of the retailer in prop- 
erty bought for resale and in his right 
in the good-will of the manufacturer 
as represented by his trade-mark on the 
merchandise. It held that title to the 
trade-mark did not pass and thus the 
manufacturer had the right to set a 
sale price of the merchandise and the 
trade-mark considered together. 





Southern Salesmen Meet 


Boston, Mass.—The annual meeting 
of the Southern Shoe Salesmen’s Asso- 
ciation was held on December 2 during 
which officers were elected for the year 
1937. 

Christian S. Briel was elected presi- 
tent with Ernest L. Rankin, vice-presi- 
dent and Frank M. Colburn, secretary- 
treasurer. 

The general routine of business was 
transacted, and the treasurer’s report 
read. The association was found to be 
in flourishing condition and enthusiastic 
in membership. 

The annual dinner will take place at 
the Westminster Hotel in Boston, Mass., 
Tuesday, December 29 at 6 o’clock. This 
is a yearly event and is always well at- 
tended. 

Men prominent in the industry have 
been invited to be present and address 
the assembled guests. 





Suedes Best for Early Winter 


Younestown, OHI0—D. K. Weaver, 
manager of the Baker Shoe Company’s 
store here, commenting on style trends 
recently, said: “The best sellers for 
early Winter are suedes, with black 
leading by a wide margin, followed in 
order by brown, green and grey. A 
good demand for evening footwear has 
been evidenced with the opening of the 
Fall social and dance season. High 
heels and shorter vamps are favored 
by fashion. Square heel and toe models 
are popular for street wear and sports. 
In evening shoes of gold and silver, the 
trend is toward open sandals.” 





Frederick W. Howe Joins Walton 


Boston — Frederick W. Howe, for- 
merly connected with the Cushman 
Hollis Co. and later a member of the 
firm of the Hollis Shoe Co. of Auburn, 
Me., is now associated with A. G. Wal- 
ton Company of Chelsea, Mass., in a 
style and sales capacity. 
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BOOTS AND SHOES 


BLOG SHOE COMPANY, New York City... 0.063 cece cei cic ccc ceesccccewscees 38 
BROOKS SHOE MFG. CO., Philadelphia, Pa... 2... cece cece cece sc eeccesscececs 42 
CARLETON, GEO. F., & CO., INC., Haverhill, Mass...............0. ccc cecececeees 40 
CLAPP, EDWIN, %& SONS, INC., E. Weymouth, Mass................cececeeee eens 40 
ENDICOTT-JOHNSON CORP., Endicott, N. Y........0. cc ccc cece ce cecccncececs 4, 5 
GILBERT SHOE CO., THE, Thiensville, Wis..............cccccccecccccccceseecees 1 
GREEN SHOE MFG. CO., Boston, Mass... ......05.. 005. cc ces ccc cccccctcccce Back Cover 
HANNAHSONS SHOE CO., ‘Haverhill, Mass.............cccceccececcceucvevence 2 
HOOD RUBBER CO., Watertown, Mass.............. cece cece ccc cccccccces Front Cover 
SRP SOs ae, LOU, MO. 5 occ hcccs ccc cadueedss ih bagenedilenees 34 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind................0-- 10 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass.............cccccccceecceees 38 
IRIS Seeley ONO PANN 6s ok oo ok vc caelcs cevinedda Poe ee toe eS OS 38 
Pree: SOON Cs, dae sn acdnasdoaanebit Coke n cies voc deeacs 39 
PHYSICAL CULTURE SHOE CO., Portsmouth, Ohio... ..:...... 0 cece cecceeecece 8 
STUN, Ec ie MIE, UG. g eee ck cccv ewes ch ek 42 


LEATHER AND OTHER MATERIALS 


EAGLE-OTTAWA LEATHER CO., Grand Haven and Whitehall, Mich........... 3rd Cover 
ENGLAND WALTON DIV. A. C. LAWRENCE LEATHER CO., Boston, Mass........... 36 
HUBSCHMAN, E., & SONS, Philadelphia, Pa... ........ ccc cece cece ccc ceceees 2nd Cover 
EST Ls. RRR Gn OOM, PRES. oa oa 50s Goi eliocs Soweds calec ovr ee cuenis 25 
GippD Meum SO, GTORIE ONE oasis cdc ceccs ceeds ccheeteccibieiediecbinn 23 
PANTHER-PANCO CO., Chelsea, Mass..........cccccceecceeecee Read cae caren e eau 41 
RICHARD YOUNG &:CO., New York City... occ. icc ccccccccccccccsevedercccce 6 
Sy EY COON, WADBB se ics OSs waiccccas conde k et bool coe Pe 44 
SURPASS LEATHER CO., Philadelphia, Pa.......... ccc ccc ccc eceececccccucceees 6, 31 
VAN TASSEL LEATHER CO., Norwich, Conm........... ccc ccc ccccccccccccceeccuce 40 
PUP OTUMEIE Gy NUON, WHORL. oo 555 co ckc eco o5.cW ib ceeicc beck ck de bccbecednde 6 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


EVERETT & BARRON CO. Providence; Ruf. occ icc ccc cc ccs ccscccccccdcccecs 4 
SPAULDING FIBRE CO., No. Rochester, N. H....... 0... cc cecccccecccecccceceece 3 
Urduvme SAS. COMPANY, Boston, nei... onc cick cece ccc cccccccccwccecccee 26, 27 
UNITED SHOE MACHINERY CORP., Boston, Mass...........cccccccceccevcecces 37, 43 


STORE EQUIPMENT AND FINDINGS 


SMELTZER, E.-C., CO., Indianapolis, Ind.............cccccccccccccececccccccccece 47 
MISCELLANEOUS 
BARIS SHOE GOMPANY, New York City.......... 00. cc cece eec cee ccccececcceues 47 
UVEDE: UII nw Vat is 55 oS io BOA ea iviicccedeivecsas 47 
KIRSCH-BLACHER CO., INC., New York City............. ccc ccc ceccccccuccceeecs 47 
NATIONAL SHOE FAIR, Chicago, Ill..........s ccc cece ccc ec ceceeeceececesceeecs 7 
TECHNOPEDIC INSTITUTE, Newark, N. J......... 0.2 ccc ec ee eee cnc cee cccceecceees 47 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass.................0-5 42 
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JANUARY—FEBRUARY—MARCH ARE 
ENDICOTT JOHNSON SNO-BOOT MONTHS 


Right now is the time for merchants in localities where 
Winter reigns to show and sell Endicott Johnson Sno- 
Boots, for three long months of snow and ice are facing 
us. 


It's a well-known fact that Snow Sports are going to be 
more popular than ever before—more people are going 
to find real enjoyment in Winter weather—and adults as 
well as youngsters will need adequate foot protection. 


Endicott Johnson's Sno-Boots are the ideal line for retail- 
ers to feature this season. Their comfort, their style and 
their price are particularly appealing. 


Don't miss this chance to do a real Sno-Boot business! 


Order from In-stock today! 


5959—White Elk Sno-Boot with 5954—Cherry Elk Sno-Boot, with 








white wool reversible cuff, sport 
rubber sole and heel, Goodyear 
welt. Sizes 3/9, Widths A, B, 
Cc $2.60 


5958—Same in Smoke Elk. 
5957—Same in Cherry Elk. 


5900—Smoke Elk Sno-Boot, sport 
rubber sole and heel, Goodyear 
stitched construction. Sizes 


5901—Same in Misses. Sizes 
12\/2/3 


leather reversible cuff, sport rub- 
ber sole and heel, Goodyear 
welt. Sizes 3/9, Widths A, 8B, 
Cc $2.50 


5956—Same in White Elk. 
5955—Same in Smoke Elk. 


2662—White Elk Sno-Boot, cord 
stitched moccasin, rubber sole, 
8/8 leather heel, rubber top lift, 
Stitchdown construction. Sizes 
.2A/9 $1.45 
7 in Misses. Sizes 

1/2 1.30 
> ental in Childs. Sizes 
BA/II . 1.20 


§902—-Same in White Elk... 1.75 
5904—Same in Cherry Elk... 1.75 


2664—Same in Cle “Elk... 1.45 
2660—Same in Smoke Elk.. 1.45 


5912—Cherry Elk Sno-Boot, oak sole, 8/8 
leather heel, leather top lift, Goodyear 
stitched construction. Sizes 2!//9.$1.85 
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satisfaction of the wearer. Celas- 
tic accurately reproduces the lines 
of the last and insures toe com- 
fort through the elimination of 
wrinkled linings. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER, December 19, 1936 





When writing advertisers please mention Boot and Shoe Recorder 





For Juveniles 


$325 to $550 
Retail 
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For MEN and WOMEN 


Physical Culture Shoe Co. 


PORTSMOUTH, OHIO .. . New York Sales Offices: 35) Msricidec building 
ST aD aE Oo SO eS ee 


~ 


When writing advertisers please mention Boot and Shoe Recorder 





